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Was The ‘‘City of Brotherly Love’’ 
Dedicated To a Woman? 


Before William Penn’s first visit, he had named 
the capital city of his Pennsylvania colony. Historians 
have long pondered why he called it “‘Philadelphia.~ 
Perhaps he, being a religious man, was commemorat- 
ing Biblical **Philadelphia.”” Perhaps he was com- 
bining the Greek words Philos and Adelphos, which 
together mean “brotherly love.” But Philadelphia 
was popular as a girl’s name in those days and much 
evidence indicates he was remembering the given 
name of a lost love of his youth! 


Dedicate a Penn Mutual “Independence Plan” 
To The Security of Your Loved Ones 


Regardless of the actual origin of the name, Penn’s city was certainly 
founded on the principles of “Brotherly Love.’ He promised liberty 
of conscience, religious tolerance and peace—standards of life that 
were to become the common heritage of all Americans. 


The whole concept of life insurance is based on Penn's creed. Millions 
of Americans show that they believe in it by the purchase of insurance 
to provide protection for their families. But remember—beyond 
its principal purpose—insurance can do much for you during your 
own lifetime. 


Back of A flexible Penn Mutual “Independence Plan”’ can provide the money 

your independence : to pay for a college education. It can protect your family against 

stands The 2; future mortgage obligations. And it can assure you of a comfortable 
PENN MUTUAL income, when retirement time comes. 


Your Penn Mutual Underwriter will gladly explain just how a Penn 
Mutual “Independence Plan” can be tailored to your specific needs. 
Call him today for friendly, competent and confidential advice. 





THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 
PENN MUTUAL ADVANCEMENT OPPORTUNITIES GO TO PENN MUTUAL MEN 
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familiar names 





Continental can review with satisfaction the 
exclusive roll of life underwriters who annually produce 
a million or more of ordinary. 


Among them are 311 familiar names. . . national 
leaders who found advantage in placing some of their 
business through us in 1953. 


By selecting Continental as their second 

company (next after their own), they gained 

(1) unrestricted access to our complete facilities plus 
(2) independent underwriting. 


Ask for your Free copy 





Desk Reference 
for Brokers 
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1954 FACILITIES GUIDE 


a reference of our many 








fields of usefulness when you need 
an outlet for surplus and 


hard-to-place lines. 




















310 SOUTH MICHIGAN AVENUE 
CHICAGO 4, ILLINOIS 
































One of the Continental C. ies, Chicago 






















the agent | 
with the 
Spring in Ss Step 


Yes... the Southland Life Agent is 
going places... taking a lot 

with him too! 

For example... the skill he has 
attained in Southland Life training 
schools, enabling him to do an 
intelligent job; the constant, 
friendly supervision and help he 
receives, making his work 

easier and the results, better; the 
respect of everyone because he 

és doing a good job with a reputable, 
well-liked company. No wonder 
there’s a spring in the step of 

the Southland Life Agent. 

For details on how to become a 
Southland Life Agent, 
write the Home Office. 





ASSETS OVER $160,000,000 


Insurance in Force Over $840,000,000 
Paid to Policyowners and Beneficiaries 
Over $117,000,000 


55 BRANCH OFFICES 


Southland 


Home Office ¢@ 





Dallas 


LIFE e ACCIDENT e HEALTH e HOSPITALIZATION e GROUP 
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New home for a growing company 


Efficient management plus carefully chosen 
and trained personnel have combined to main- 
tain the sound and consistent growth of Cen- 
tral Life over the last 58 years. 

As a result, one of the most modern office 
buildings in the midwest is now under con- 
struction and will soon house the company 
which has established this enviable record. 


“Where QUALITY is the Keynote” || :dth 
CENTRAL LIFE ASSURANCE COMPANY © Des Moines 6, lowa 













Central Life offers ambitious 
Life Underwriters and General 
Agency minded men... 


A STRONG COMPANY 
GENEROUS COMPENSATION 
EFFECTIVE TRAINING 
EXCELLENT TERRITORY 
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LIAMA Committees 
Meet Day Early at 
Chicago Convention 


700 Expected to Participate 
in ‘Organizing for Sales’ 
Sessions, Nov. 9-12 


Meetings of the Life Insurance Agen- 
cy Management Assn. committees have 
been moved forward one day from 
what was previously announced. They 
will begin Nov. 7 and continue through 
Monday, ending with the old guard 
reunion dinner that night. 

General sessions of the conference 
will open officially Tuesday and con- 
tinue through Nov. 12. Organizing for 
sales has been chosen for the theme of 
the meeting, which will be held at Chi- 
cago’s Edgewater Beath hotel. 

More than 700 agency officers from 
U.S. and Canadian companies are ex- 
pected to attend the general sessions. 
Two forums will be held the first 
morning, one on what’s hot in Wash- 
ington and the other sponsored by the 
public relations committee. A fellow- 
ship luncheon will be held at noon with 
Richard E. Pille, vice-president of Mu- 
tul Benefit Life, and LIAMA president, 
presiding. 

Continuing through Thursday noon, 
general sessions will be followed by a 
forum discussion on agent compensa- 
tion and a special conference on sales 
training methods. 

Meeting committee members are 
Robert H. Denny, vice-president of 
State Mutual Life, chairman; Bascom 
T. Baynes, president of Home Security 
Lifes Wrayburn M. Benton, 2nd vice- 
president of Massachusetts Mutual; 
Wayne S. Bishop, assistant superin- 
tendent of agencies of Pacific Mutual; 
Perry T. Carter, vice-president of 
Travelers; E. J. Faulkner, president of 
Woodmen Central; E. A. Frerichs, vice- 
president and agency director of Se- 
curity Mutual of Nebraska; Karl G. 
Gumm, superintendent of agencies of 
National Life of Vermont; Wendell F. 
Hanselman, vice-president and super- 
intendent of agencies of Union Central 
Life; Alvin E. Hanson, vice-president 
in charge of agencies of Farmers and 
Traders; R. E. Irish, president of Un- 
ion Mutual; Raymond C. Johnson, vice- 
president in charge of agency adminis- 
tration of New York Life; William H. 
Keidel, vice-president of Monumental 
Life; M. K. Kenny, assistant general 
Manager and director of agencies of 
Excelsior Life; Ralph E. Kiplinger, 
President of Guarantee Mutual; N. 
Murray Longworth, president of Unit- 
ed Benefit Life; Harry S. McConachie, 
vice-president and superintendent of 
agents of American Mutual Life; Irv- 

ing Morgan, executive vice-president of 
Northern Life; W. H. Trentman, ex- 
ecutive vice-president of Occidental of 
North Carolina; W. E. Wright, vice- 
President, secretary and director of 
agencies of Pioneer Mutual; and LIA- 
MA staff representatives Lewis W. S. 
Chapman, director of company rela- 
tions, and Howard H. Becker, adminis- 
trative assistant. 





PERKINS GOVERNING COMMITTEE CHAIRMAN 





Bureau of A&H Underwriters Adopts 
Practices Code at Colorado Meet 


Alfred W. Perkins, vice-president of 
Union Mutual Life of Portland, Me., 
was elected governing committee 
chairman of Bureau of A & H Under- 
writers at the annual meeting at Col- 
orado Springs this week. He succeeds 
Laurence B. Soper of New York Life. 

The meeting was unusually well at- 
tended, and the headquarters hotel, 
the Broadmoor, was booked to ca- 
pacity. 

The bureau adopted a code of prac- 
tices which has been in preparation 
for some time and which was approved 
earlier this year by the governing 
committee. 

Two new companies were elected to 
membership, North American Casualty 
& Surety Reinsurance and Union Labor 
Life, bringing membership to 93 com- 
panies. 

The governing committee elected at 
the closing session consists of Logan 
Bidle, Aetna Life; W. deV. Washburn, 
American Health; Robert K. Metcalf, 
Connecticut General Life; Alfred B. 
Hvale, Continental Casualty; J. Henry 
Smith, Equitable Society; W. L. Bates, 
Fidelity & Casualty; Daniel J. Lyons, 
Guardian Life; William R. Shands, Life 
of Virginia; Charles G. Dougherty, 
Metropolitan Life; Graham Watts, 
Royal-Liverpool group; Carroll J. Mc- 
Bride, Travelers; and Clarence C. 
Clarke, Zurich. 

The new bureau code of practices 
contains seven articles and four sub- 
sections. Among the highlights are: 

Requirements that companies weigh 
policy contracts, coverages, claim prac- 
tices, underwriting practices, training 
and selection of agents, sales methods, 
and advertising on the basis of satis- 
fying the public’s need of a product of 
potential value; of fair, reasonable, in- 
formed, and courteous service. 

Express policies in as clear, direct, 
unambiguous and simple terms as pos- 
sible. 

Establish the acceptability of policies 
at the time of application, in an effort 
to cut down cancellations. 

Pay all just claims courteously and 
promptly. 

The bureau practices code is de- 
signed to present a planned program 
of policies and conduct for the member 
companies. It is hoped it will build 
public confidence and increase under- 
standing of the business. 

The vote was unanimous, and as a 
means of enforcement, the bureau’s 


constitution was amended to make 
membership conditional on acceptance 
and observance of it. 

The bureau also voted to revamp its 
assessment system, adopting a proposed 
new formula of allocation based on all 
lines of A&H written. 

The meeting was opened Sunday af- 
ternoon with an informal reception. 
Lead-off speaker Monday morning was 
Commissioner Luke Kavanaugh of 
Colorado. 

J. Henry Smith of Equitable Society 
discussed problems of voluntary health 
insurance. 

Theo P. Beasley, president of Re- 
public National Life, warned against 
the danger that insurance executives, 
concerned with the problems of their 
own business, may overlook national 
and international issues which could 
seriously affect the future not only of 
insurance but of the nation. He stressed 
the insurance business never must 
lower its guard against permitting fed- 
eral government to invade further the 
field of private business. 

Clarence H. Tookey, actuarial vice- 
president of Occidental Life of Cal- 
ifornia, discussed methods of measur- 
ing expenses on A&H business, point- 
ing out how this information enables 
a company quickly to detect policies 
which are now unprofitable. 

Raymond L. Ellis, vice-president of 
Fireman’s Fund, in his address dis- 
cussed the A & H sales potential for 
casualty companies, remarking that 
the main item needed is a large num- 
ber of agents selling this line. 

Mr. Ellis said there is too much 
apathy on the part of agents when it 
comes to disability business. 

E. J. Faulkner, president of Wood- 
men Accident & Life, spoke on “Unity 
—Today’s Challenge to Accident and 
Sickness,” and Robert R. Neal, resi- 
dent Washington counsel of the bureau 
and H. & A. Underwriters Conference, 
described “The Washington Scene.” 

One of the most significant A & H 
developments over the past year has 

(CONTINUED ON PAGE 20) 


All GAMC Sessions at Statler 


The General Agents & Managers 
Conference sessions originally sched- 
uled to be held at the John Hancock 
home office building next week will 
be held at Hotel Statler, headquarters 
hotel for the National Assn. of Life 
Underwriters convention. 








Late News Bulletins... 


— 





Claim Assn. Elects Phelps, North American Life 


Officers elected at the annual meeting of International Claim Assn. at Ports- 
mouth, N. H., are: President, L. L. Phelps, assistant vice-president, North 
American Life; vice-president, Samuel B. Reed, assistant secretary, Connecticut 
General Life; secretary, Louis L. Graham, vice-president, Business Men’s As- 
surance, and treasurer, F. L. Templeman, A&H manager, Maryland Casualty. 


(Additional Late News on Page 20) 


N. Y. Probe Musters 
Impressive Array 


of Racket Evidence 


Week-Long Hearing Aimed 
at Withering Opposition 
to Needed Legislation 


NEW YORK—Regulatory legislation 
to curb the fantastic abuses disclosed 
in certain union welfare funds by the 
New York department hearings being 
held this week seems likely to make 
insured plans considerably more popu- 
lar than they are now as compared 
with the uninsured variety. Not all in- 
sured plans are lily-white but the free- 
loading possibilities are greater in the 
uninsured fund. Hence, effective regu- 
lation of all funds would remove much 
of the attractiveness that self-insur- 
ance now holds for the gravy-train 
operators. 

It was obvious from the start that 
the department was out to do a satura- 
tion bombing job. It would have taken 
half a day to prove to anybody’s satis- 
faction that plenty of monkey-business 
has been going on in the operation of 
a good many—but by no means all—of 
the union welfare funds. But the de- 
partment is faced with the necessity of 
putting on so much evidence that any 
possible union opposition to regulatory 
legislation will be snowed under so 
thoroughly that even the most pro- 
union legislator would have to concede 
that regulation is needed badly. 

The vast array of evidence that is 
being put on by the department’s 
special counsel, Sol Gelb, is also needed 
to show the wide variety of loopholes 
that exists at present and that must be 
plugged if there is to be a stop to the 
kind of activity that has been un- 
earthed. 

Mr. Gelb emphasized that the great 
majority of union welfare funds are 
administered honestly and competently. 

Superintendent Bohlinger of the 
New York Department conducted the 
hearing. Nearly 100 subpoenas were is- 
sued. 

The first day’s hearing brought into 
clear relief the inadequacy of present 
safeguards for welfare funds. Various 
employer trustees and union officials 
were shown to be delinquent in their 
actions and in their failures to act. 

Jack Kaplan, an employer trustee, 
admitted that: 

1. Although a trustee since its incep- 
tion, he did not know who drew up 
trust fund agreement between employ- 
ers and New York City Local 805, Con- 
fectionery, Tobacco Drivers & Ware- 
housemen’s Union. 

2. He signed and approved the trust 
fund agreement which provides for an 
administrator who, once appointed, 
could not be dismissed. This adminis- 
trator decides upon his own salary— 
12% of contributions, which in 1953 
were more than $250,000—and hires 
and fixes the salary of all employes of 
the fund. 

3. There is no segregation of funds 
within the general trust fund. The ad- 

(CONTINUED ON PAGE 19) 
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Kavanaugh Suggests 
Institutional Ads 
for A& H Business 


Luke J. Kavanaugh, who is retiring 
Oct. 1 as Colorado commissioner, in his 
address before the annual meeting of 
Bureau of A & H Underwriters at Colo- 
rado Springs, suggested that the busi- 
ness could use an industry-wide na- 
tional advertising program. Such ad- 
vertising should be carried in the daily 
papers, Mr. Kavanaugh said, in order 
to reach a larger field at less cost than 
through national magazines. Radio, 
television or both might be used, so 
that the business is in a position “to re- 
fute specious and unfounded charges 
which are being made constantly.” 

These advertisements also could 
mention benefits paid and other re- 
sults, but Mr. Kavanaugh recom- 
mended that the emphasis not be there, 
but rather on an explanation of the 
whys of policy cancellation, the rela- 
tion between premiums and benefits, 
and on answering questions raised by 
policyholders “who are in a skeptical 
frame of mind concerning their treat- 
ment.” 


A & H public relations have fallen 
“alarmingly” behind the needs, the 
commissioner went on, considering that 
it is perhaps the most “social” of all 
types of coverage written. The public 
buys it, but it is ready and willing to 
set up a clamor against it A& Hisa 
target of criticism in magazines and 
newspapers, and is a subject of scorn 
on the part of many important groups 
who stand to benefit directly or indi- 
rectly from its activities, Mr. Kava- 
naugh noted. He said one example of 
this is the poor relations the business 
had with the doctors, hospitals and 
other branches of medicine. 

However, he characterized as more 
important therelations with policyhold- 
ers put on the books in recent years. 
They have little understanding of the 
business. Many of them are surprised 
that rates are not regulated by the 
state, and the business has a job to do 
in explaining how premiums and cov- 
erage are kept in line. It is not pos- 
sible, he commented, to expect the pub- 
lic to believe they can rely on compe- 
tition alone to protect them against 
paying “an unwarranted and perhaps 
unconscionable price for their cover- 
age.” 








...another “TEN-STRIKE’ 








pians that fit those needs. 


BANKERS 





Bankers Life Announces... 


‘deductible’ 


A Brand New H & S Idea 


Bankers Life—the Company that pioneered ‘'Group Permanent” 
—now leads again with DEDUCTIBLE, a brand-new concept in the 
individual policy Hospital and Surgical field. 

The use of the $50 Deductible feature enables the Company to 
reduce premiums materially and at the same time substantially increase 
the benefits where they are needed most—for the larger claims. 

Automobile collision insurance is written with the deductible 
feature because most people prefer lower premiums instead of “first 
dollar” protection. Bankers Life saw the need for a similar policy in 
the H&S field and developed the $50 DEDUCTIBLE plans that now 
are in the hands of Bankerslifemen from coast to coast. 


Meeting the need for a new form of H&S insurance, Bankers 
Life’s DEDUCTIBLE plans demonstrate again the Company’s ability 
to recognize present and future insurance needs, and to pioneer with 


FOR THE TIME BEING, THESE PLANS ARE AVAILABLE 
ONLY THROUGH BANKERSLIFEMEN 


DES MOINES, 


COMPANY 
1OWA 








Outlook Sounder Than 
in Boom Period, N. E. 
Mutual's Stars Told 


Business during the next several 
months is more likely to be stable at 
a relatively high level than to resume 
the dangerous boom trend of 1950-53, 
according to Sherwin C. Badger, finan- 
cial vice-president of New England 
Mutual. 

“Judging from figures of the life 
insurance business, there are no rea- 
sons to look for any serious declines 
from present levels,” he told a meeting 
of the company’s 75 leading agents 
held at Boston. “The trends of new 
sales, policy loans, surrenders, and 
real estate mortgage foreclosures all 
indicate that by and large personal fi- 
nances are in good shape, and specu- 
lation is at a minimum. 

“Meanwhile, the demand for funds 
to finance business expansion and im- 
provement continues high, though not 
at the abnormal rate of the 1952-53 
period. This reflects an impressive 
feeling of confidence on the part of 
business management in the longer 
range business outlook.” 

The top 75 members of the New 
England Mutual’s 1200-man field force 
reaped the reward of their outstanding 
sales and service activities during the 
summer months in the form of a two- 
day visit to the home office. They 
were the winners of the “Welcome 
Hupp” contest, conducted in honor of 
Lambert M. Huppeler, recently elected 
vice-president in charge of agencies. 

The program included a welcome by 
President O. Kelley Anderson; com- 
ments on current business conditions 
by Mr. Badger, explanations of the 
new tax and social’ security laws by 
Robert J. Lawthers, director of bene- 





It’s not a new sales aid that’s being 
demonstrated here by President 0 
Kelley Anderson (right) of New Eng. 
land Mutual and Russell Steger of the 
Champaign-Urbana, Ill., agency, 
Messrs. Anderson and Steger got ac- 
quainted with this 8-foot boa constric. 
tor during a luncheon for the com. 
pany’s “Top 75” agents at the Boston 
Museum of Science. 








fits and pension business, and Berhart 
R. Snyder; a luncheon and scientific 
demonstration at Boston’s Museum of 
Science; a formal dinner in honor of 
Mr. Huppeler; and_ get-acquainted 
room-hopping visits on the home office 
executive floor and among the depart- 
ments. 


N. Y. Expense Allocation 


Rules Now Available 


NEW YORK—The New York de- 
partment is now distributing printed 
copies of regulation 33, dealing with 
the reporting and allocation of income 
and expenses of life insurers. The reg- 
ulation becomes effective Jan. 1, 1955. 
Persons desiring copies may obtain 
them from the New York City office 
of the insurance department, 61 Broad- 
way. 








gre carefully trained to survey the needs 
of their insurance clients and are in 2 


position to ‘make available the many 


# 


forms of protection offered by the 
Company. To them and their associates 
must go the credit for an outstanding 
achievement in 1953 — an increase of 
$57,401,784 in insurance protection ia 
force to a new high of $879,940,036! 


LIBERTY NATIONAL LIFE 
INSURANCE COMPANY 


BIRMINGHAM, ALABAMA 
FRANK P. SAMFORD, PRESIDENT 


ENTaga3 | HH 
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Liberty National field representatives 
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Twenty Fronklinites 
quolified hor the 
Miblion Dollar 
Round Table 

in 1954 





Of 118 Companies in the most recent 
official listing, only 16 had a greater 
number of MDRT qualifiers than the 
Franklin Life. (There are nearly 800 Legal 
Reserve Life Insurance Companies in 


America.) 


An agent cannot long travel at a faster gait than the company he represents. 


INEL. INSURANCE 
bA COMPANY 
SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over a Billion Six Hundred Million Dollars of Insurance in Force 
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‘Philabank Plan’ 
Combines Insured, 
Trusteed Features 


NEW YORK—The “Philabank plan” 
offered by Mutual of New York and 
Philadelphia National Bank, which 
was reported briefly in a late news 
bulletin in last week’s issue, is de- 
signed to combine the advantages of 
both the trusteed and insured plan. It 
is available. to financial institutions 
throughout the country. The plan is 
aimed at providing financial institu- 
tions with a solution to the problem of 


FOUR BIG STEPS 


INCREASED AND 


Use of rate book 
eliminated. Each 
folder contains rates, 
dividends, cash val- 
ues, etc. A Tremend- 
ous Aid to Your 
Everyday Selling. 


Guaranteed 
Estate 
Complete informa- 
tion and proposal for 
five for one Jumpin’ 

Juvenile. 


Savings Presentation 
All sales needs included for 
‘Life Paid-up at Age 65 and 
Endowment at Age 65. 


Security Presentation 


All details are included for Endowment 
at Age 85 and Preferred Risk Ordinary 


Life. 


Investment Presentation 


Includes necessary information for presenting 
Retirement Income at Age 65. 


"Providing sound coverage at reasonable 
cost through competent representatives” 


DOME NATIONAL LIF 


Insurance Company 





of course. 


Simple and complete. See for yourself. We'll be glad to 
send you the complete series. Just fill in the coupon. 


General Agency Inquiries Invited 
Please send me your four sales aids. No obligation 


competition for desirable employes. retirement; pensions for widows, or- 
This competition has been getting phans or other beneficiaries of married 
sharper each year. Smaller institutions, male employes; and temporary dis- 
particularly, have had a real prob- ability income benefits. The Philabank 
lem. plan is an adaptation of Mutual’s “mo- 

One advantage emphasized in the qule” plan for small-sized groups. 
plan’s favor is that it does not require According to the announcement, the 
large initial outlays for past service phijabank plan provides benefits at 
liability. Many financial institutions jow cost because experience is pooled 
have deferred the adoption of an eM- with that of other organizations on a 
ploye benefit plan because of heavy national basis; insured benefits are 
initial costs on behalf of employes in purchased at low-cost group insurance 
the higher age brackets. ae rates; costs are reduced by the appli- 

Basically, the plan provides lifetime cation of income or credits from pay- 
monthly retirement income; benefits ent of dividends by the insurer, earn- 
in the event of death, before or after ing from deposits in the Philabank 
trust fund in excess of the assumed 
rate of 242%, and refunds resulting 
from termination of employment be- 
fore vesting occurs; and installation 
and maintenance costs are reduced to 
the use of the latest type electronic 
equipment. 


Under the plan, all full-time em- 
ployes at the time the bank enters the 
plan are immediately covered for death 
benefits. Married men are also im- 
mediately covered for widows’ pen- 
sion. Future employes qualify for these 
benefits after three months of service. 

Since employes of participating in- 
stitutions will be treated as a group, 
liberal amounts of life insurance (in- 
cluding widows’, orphans’, pensions for 
married men) will be granted without 
medical examination. Where an em- 
ploye is entitled to life insurance in 
excess of the non-medical amount, the 
additional amount will be granted sub- 
ject to evidence of insurability. 

Since the highest turnover of per- 
sonnel occurs in the first three years 
of employment and among the younger 
employes, the purchase of pension cov- 
erage begins for each employe after 
three years or at age 30, whichever 
occurs later. Normal retirement age is 
65 except that employes between 55 
PAGE 15) 


EASIER SALES 
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BUREAU MEET FEATURE 


Faulkner Tells Goals 
of 3 Joint Health 
Committee Units 


The activities of three subcommittees 





of the joint committee on health in- | 


surance, the group formed last April 
and comprised of representatives of 
various interested trade associations 
were described at the Bureau of AgH 
Underwriters’ annual meeting by E, J. 
Faulkner, president of Woodmen Age. 
cident & Life, chairman of the new 
committee. 

Designated as task forces, the syb- 
committees will study and recommend 
action in particular spheres of inter. 
est to the business. 

The first, with H. Lewis Rietz, ex. 
ecutive vice-president of Great South- 
ern Life of Houston, as chairman, wil] 
prepare for the industry a blueprint 
of how the structure of trade associa. 
tions may be streamlined so as to be 
more effective. It also will design an 
industry-wide public relations instry. 
mentality, perhaps an institute of A&H 
insurance, to tell the story of the busi- 
ness to the people. Besides the bureau 
and H&A Underwriters Conference, 
there are a large number of trade as- 
sociations interested in A&H. It is felt 
there is a clear need for one authorita- 
tive spokesman for the A&H business, 
particularly when legislators, doctors, 
hospital administrators, and the gen- 
eral public are seeking answers to 
health care problems. 

Regulation and self-regulation of the 
business is the work area of the second 
task force, under Chairman B. M. An- 
derson, vice-president and_ general 
counsel of Connecticut General Life. 
The subcommittee already has held a 

(CONTINUED ON PAGE 15) 














Even Hot Cakes Were Never In Such Demand! 


we announced 3 new publications: 1) Socid 


Security At A Glance, 2) Abbreviated Tax Guide to the 195: 
Revenue Act, 3) The New Tax Law and the Underwriter. 


The response was immediate! Wires and long distance cal 
on just one day brought orders for 5,000, 1,000, 800, 1,30) 
copies of Social Security At A Glance; for 250, 400, 1,20) 
1,700, 5,000 copies of Abbreviated Tax Guide; for 550, 651, 
500, 1,100 copies of The New Tax Law and the Underwriter— 
and that’s been typical of each day since! 

An agent without these important new sales aids is like a 
agent without a rate book. Their importance for use right now 
simply cannot be overstated. So if you have not yet ordered 
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U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 
tox problems may be simplified and savings effected. Correspondence invited. 


UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Francisco 4, California 
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FROM BOTH SIDES OF FENCE 
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More Comments on Use of Equity Annuity 
Principle by Life Insurance Companies 


Here are two more letters comment- 
ing on the article in The National 
Underwriter for Aug. 20 quoting the 
views of a prominent agency manager 
who favors equity annuity principle 
as a means of offsetting mutual fund 
competition and going the mutual 
funds one better. The first letter quot- 
ed below is from Frank B. Alberts, 
general agent of Aetna Life at Roches- 
ter, N. ¥. He is a CLU and immediate 
past president of the New York State 
Assn. of Life Underwriters. 

The second letter is from Joseph 
Blumenthal, Boston insurance broker, 
who sells both life insurance and 
mutual funds in his estate planning 
and investment service. 

Mr. Alberts writes: 

This is in regard to your contro- 
yersial article printed on Aug. 20 under 
the heading “Life Companies Could 
Top Mutual Funds by Using Equity 
Annuity.” The article challenges the 
imagination and thinking of any pro- 
fessional life underwriter. 

e e @ 

As of today, I would not take a 
“stand” on the well-presented idea. 
Because of my background I would 
naturally be against it. However, you 
have stirred my imagination on the 
subject to an extent where I wonder if 
it would be good for the insuring 
public, and I also wonder whether it 
would put additional commission dol- 
lars well deserved into the pockets of 
full-time capable insurance men. 

Congratulations to THE NATIONAL 
UNDERWRITER in bringing out such 
articles which will cause many of us 
to do some progressive thinking. 

Mr. Blumenthal writes: 

May I, engaged in both the life 
insurance and mutual fund industries, 
accept your invitation to think out 
loud with you on the subject of the 
life insurance companies combining 
their business with mutual funds. 

If the purpose for such an undertak- 
ing is to create an additional source of 
revenue for life insurance agents, then 
the answer is definitely “Yes.” And if 
such a purpose is justified, then the 
companies should take in washing, do 
baby sitting and take on a line of 
ranch houses and ice cream cones. 

If, on the other hand, the purpose 
is to serve the public, then let us ex- 
amine carefully the functions of life 
insurance companies to determine 
whether or not the offering of equity 
investments might properly be includ- 
ed in their functions: 

e @ e 

Any nation operating under a free 
and independent economy needs dif- 
ferent types of financing in order for 
its economy to flourish and prosper. 
Commercial banks are needed for one 
purpose—savings banks for another— 
life insurance companies for a differ- 
ent purpose—and bonds, debentures, 
Preferred stocks and common stocks 
for still other purposes. A well-bal- 
anced financial system demands these 
different facilities or vehicles—and 
None should invade the field of anoth- 
er, else a disbalance results. If one 
field becomes so attractive that it 
draws all vehicles toward it, then a 
Frankenstein monster is born. 

Life insurance’s niche is two-fold: 
(1) to provide indemnity against pre- 
mature death and (2) to act as a fun- 
hel to receive funds at one end—to 
lend it on a fixed long term basis— 
and then return it whence it came, 
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plus a reasonable fee for its use. In 
other words it is definitely the function 
of this country to engage in fixed 
obligations—to receive fixed dollars 
of life insurance in the sound economy 
and pay back in fixed dollars. 

This doesn’t mean that an individual 
should not make use of other invest- 
ment vehicles, but that each vehicle 


should stick on its own track and the 
traveler should select the track or 
tracks to bring him to the destinations 
desired. 

The person desiring to participate 
in the rewards—and risks—of fluctu- 
ating dollars needs merely to select a 
suitable vehicle for that purpose in ad- 
dition to his vehicle for fixed dollars. 
And it does not necessarily follow that 
participation in fluctuating dollars 
will naturally bring results to duplicate 
the changing cost of living. A great 
deal of money has been and is being 
lost in stocks and commodities during 


The Family... 


our greatest asset! 


The happiness, well-being and security of the 
family is essential to our way of life. The first 
responsibility of life insurance is to provide 
security and protection for this greatest of our 


assets .. . the family. Because, through life 












periods of inflation; at the same time, 
a great deal of money can be and has 
been made during periods of inflation. 
Mere participation in stocks and com- 
modities is not enough. They must be 
the right stocks and commodities 
bought at the right time and sold at the 
right time. The problem of inflation 
cannot be solved merely by having a 
life insurance company offering a 
package combining two ingredients. If 
tried, the result might well be the same 
as came from a restaurant, during the 
first world war, which advertised 
horse and rabbit stew. When com- 
(CONTINUED ON PAGE 16) 


insurance, the family can be protected against 


the financial hazards of the future. 


And so the life insurance agent has an im- 
portant obligation . . . to provide this essential 


service to the people of his community. He 


is truly a man dedicated to doing something 


for others. 


As one of the leading life insurance companies 
of this continent the Great-West Life carries 
a great responsibility to hundreds of thou- 
sands of families throughout the United States 


and Canada. 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 
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State Mutual Feted 
by Newcomen Society 


State Mutual Life received inter- 
national recognition of its 110th an- 
niversary when 
the American 
Newcomen Society 
sponsored a lunch- 
eon meeting at 
Worcester, Mass. 
Nearly 300 mem- 
bers and _ guests 
heard President H. 
Ladd _ Plumley’s 
address on “A 
Heritage of Integ- 
rity,” a report that 
highlighted the 
company’s history. 

More than 13,000 of America’s out- 
standing business and industrial lead- 
ers are members of the Newcomen 
Society, a non-profit organization es- 
tablished 31 years ago to further 
American-British traditions and ideals 
in the arts and sciences. 

Following an introduction by Chand- 
ler Bullock, honorary chairman of the 
board, Mr. Plumley paid tribute to 
the men of vision who were responsi- 


H. L. Plumley 





























HOME OFFICE: SACRAMENTO 


ble for forming what is now the fifth 
oldest life insurance company in 
America. He told of the early organ- 
izational meetings that were held in 
the back room of a Worcester book 
store and of the granting of a charter 
to the company in 1844 by the com- 
monwealth of Massachusetts. 

In concluding his talk Mr. Plumley 
said, “At the end of 1951 $1% bil- 
lion of life insurance in force was 
reached. How fast the company had 
grown in the past few years is re- 
vealed by the fact that it took 104 
years to obtain the first billion of 
life insurance in force, and less than 
four years to accumulate another half 
billion.” 


Proctor Wins 5-State Contest 

The Tennessee agency of Northwest- 
ern Mutual Life, headed by E. T. Proc- 
tor, Nashville, was tops in a production 
contest among five southern states, 
each of which comprises a single agen- 
cy. The three top agents from each 
agency last week attended a meeting 
at Roaring Gap, N. C., at which talks 
were made by Edmund Fitzgerald, 
president, and Eric J. Wein, assistant 
director of agencies. A plaque for the 
most outstanding record went to Ar- 
thur D. Reed, Nashville. 









































Says A &H Business 
Hasn't Advertised 
Accomplishments 


The A & H business overall has done 
an excellent job in serving the public 
but has not ob- 
tained credit for 
it s accomplish- 
ments, declared A. 
H. Thiemann, 2nd 
vice-president of 
New York Life, at 
the annual meet- 
ing of Bureau of 
A & H Underwrit- 
ers at Colorado 
Springs. Because 
the business has 
not been building 
good will, he said 
it now does not have enough set aside 
to draw upon. 

There does not seem to be an all-out 
public relations communications effort 
on the part of the A & H business as a 
whole, according to Mr. Thiemann. “We 
have usually talked about ourselves to 
ourselves. We forget there are more 
persons concerned with A & H than 
those within the business.” 

The overall impression made by A & 
H advertising is unfortunate, the 
speaker continued. “Much of it is bla- 
tant and reminiscent of the carnival 
barker. It gives the impression the ad- 
vertiser is interested only in making an 
immediate sale. Through adv-rtising 
we put ourselves as companies before 
the public as a whole, and it is impor- 
tant that we recognize all of the impli- 
cations of the impressions we make.” 

In order to win public good will, Mr. 
Thiemann said, the business needs not 


A. H. Thiemann 
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less but more advertising, but of P 
type which, while promoting the sale 
of A & H, also builds up a favorable 
public attitude. 

In short, he said, the A & H public 
relations program of communication 
presently is largely either confined “ty 
talking to ourselves or to putting our 
ag foot forward to the general pub. 
ic;”” 

The assumption that public relations 
is concerned only with communication 
also leads to another common error 
Mr. Thiemann said. Public relations 
cannot be delegated to a department or 
outside organization with the assump- 
tion that the responsibilities are met, 
Management must regard its every ac 
from a view point of public relations or 
it makes a mistake which no amount of 
press agentry can obscure. 

According to Mr. Thiemann, when 
management adopts a new procedure 
or contemplates a new policy, besides 
asking itself what the effect will be on 
its sales and expense figures, it also 
should ask what the result will be in 
the long run on the attitude of the pub- 
lic toward the company and the busi- 
ness. 


Hear Weissinger at Milwaukee 


Twenty-two past presidents of Mil- 
waukee Assn. of Life Underwriters 
were presented honorary gavels by A. 
Jack Nussbaum, Massachusetts Mutual, 
past state and local president and an 
NALU trustee, at the opening fall 
meeting. 

The speaker was Walter Weissinger, 
field vice-president of New York Life, 
Minneapolis. 


Paul E. Horn, agent of Occidental 
Life at Miami for the past two years 
has been named assistant manager 
there. 
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saved by both prospects and my associates. 
Kentucky Home Mutual has made ‘Life selling’ 
—Profit selling! 


“In the Pacific Mutual tradition, 
personal achievement is greatly 
dignified. When | first earned the 
Big Tree Club Presidency in 1933, 
| was honored in tangible ways 
that permanently enhanced my 
prestige. Ten years later, my sec- 
ond Championship again brought 
lasting recognitions that helped 
shape the pattern for still another 
‘First’ in 1953, my 25th Pacific 
Mutual year.” 


Pacific 


LIFE INSURANCE COMPANY to Agency Department. 


Ass Sig 
HOME OFFICE: LOS ANGELES, CALIF. gis TRS 
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‘| highly recommend an agency connection 
with Kentucky Home Mutual to anyone in- 
terested.” 


YOU TOO CAN HAVE A MILLION 


Kentucky Home Mutual offers Special Plans . . . a 





R AGENCY OF YOUR OWN! 


most complete Policy Portfolio . . . close Home 








Office cooperation with its Field Representatives 
. . . and a Liberal Agency Contract. 


If you're looking for a top opportunity, write direct 
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write, phone or wire 


(, SHANNON GROVER & COMPANY 


BOARD OF TRADE BUILDING 
141 WEST JACKSON BOULEVARD 
TELEPHONE 


CABLE ADDRESS 
HArrison 7-1291 CHICAGO 4, ILLINOIS 


GROCO - CHICAGO 






See Change in Cal. 
Insurance-Mutual 
Fund Package Ban _ 


A change in commissioners in Calif- 
ornia’s department of corporations is 
expected to bring about a reversal in 
the rule by Edwin M. Daugherty, re- 
tired commissioner, banning the pack- 
age sale of life insurance with mutual 
fund investment securities. 

The new commissioner is Waite H. 
Stephenson, a lifetime securities buy- 
er, broker and retailer. While Mr. 
Stephenson has not had time in his 
new job to take any specific position 
on this or other major matters, John S. 
Piper, financial editor of the San 
Francisco News, hints that the new 
commissioner would wipe away the 
ban and permit securities firms to in- 
clude term group life to protect the 
unpaid portion of sales contracts 
which provide for monthly or quarter- 
ly payments by the purchaser. 

The issue came to a head in July, 
1953, when Daugherty issued a desist 
and refrain order against Investment 
Trust of Boston. Local life agents 


fought the plan and are expected to 
continue their opposition despite the 
fact that such package deals are per. 
mitted in many other states. 

Investment Trust of Boston’s plan 
involved the sale of a reducing term 
group policy underwritten by John 
Hancock Mutual. Other similar funds 
are known to be anxious to have the 
ban lifted in California. One of these 
is said to be the Axe-Houghton Plan, 
in which the life insurance coverage 
is compulsory. It is underwritten by 
Prudential. 

The Califonia insurance department 
said the entire situation rests with the 
corporation commissioner. 


N. Y. Buyers Meet Sept. 23 


Paul E. Britt, 2nd vice-president 
group sales department Connecticut 
General Life, will discuss “Contin 
Hospital Benefit for Retired Em- 
ployes” at the first fall luncheon meet- 
ing of the New York chapter of Na- 
tional Insurance Buyers Assn., Sept. 23, 








Deviney Made Manager in Tex. 
Forrest E. Deviney, cashier for Jef- 
ferson Standard at San Antonio for 
several years, has been appointed man- 
ager of a new district at Victoria, Tex, 







































uating candidates and 


penses to attend conferment 


study courses will soon be or- 
ganized in many cities and towns. 
The Company recommends that its 
associates enroll and participate 
actively in such local study courses. 
The Company is proud of its 48 field 
and home office associates who have 
qualified for the CLU designation, and 
of its many representatives now com- 
pleting CLU studies. The Company has 
long endorsed and supported the CLU 
movement. It contributes to the Coop- 
erative Fund and includes CLU studies as. 
an integral part of its training program. 
It presents engraved CLU keys to gfad- 
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Language in Policy Should be Explained 
to Insured, Dr. Scoins Tells Claim Assn. 


Many of the problems of the claims 
man would be eliminated, Dr. W. H. 
scoins told the annual meeting of In- 
ternational Claim Assn., if, when the 
olicy is placed, or before it is placed, 
the policyholder understood the mean- 
ing and limitations of his policy. 

In talking to agents, the chief med- 
jeal director of Lincoln National Life 
said in his address at Portsmouth, N. H., 
the question is often asked: How many 
applicants are told that they are enter- 
ing into a contract with the company, 
not buying something as they do an 
automobile, and just what their con- 
tractual obligations are other than the 
paying of premiums? oe 

As important as this is in life insur- 
ance, Dr. Scoins said, it is much more 
important in A & H. In this field not 
only should the policyholder know the 
obligations on his part but he should 
know what he has—or perhaps what 
he does not have, he said. Agents would 
enhance their income, improve rela- 
tions and lessen the load of the claims 
man if they took more time to explain 
to their policyholder what the partic- 
war A & H contract they are buying is 
designed to do. 

In this respect the medical director 
can and should play a very important 
part in the training of claims people 
and thus directly expedite the handling 
of claims and indirectly influence pub- 
lic relations, he declared. The claims 
man, medical departments feel, for too 
long has been allowed to develop on 
the long, hard road of experience 
coupled, of course, by his own interest 
in reading available literature and by 
the interest of more experienced claims 





General Agents and Agents 
HAVE YOUR MONEY 
ON YOUR 
VESTED RENEWALS NOW 


@ For additional working capital 
. « . for expansion 
@© To pay off indebtedness .. . 
protect your credit 
@ To buy or remodel your home 
@ To take advantage of today’s in- 
vestment opportunities 
@ Loans made at bank interest rates 
PLEASE CALL OR WRITE FOR PROMPT, 
CONFIDENTIAL SERVICE... 
John H. Weber, president 


RENEWAL GUARANTY CORP. 


628 U. S. National Bank Bldg. 
Denver, Colorado * Phone Alpine 5-7360 











FIELD 
SUPERVISOR 


With a good experience in re- 
cruiting agents and branch man- 
agers for a fast growing life 
Company. For the man who can 
produce there is a bonus arrange- 
ment. Send your qualifications 
confidentially to: 


FERGASON PERSONNEL 
380 S. Wells St., Chicago 6, Illinois 
HArrison 7-9040 











people with whom he consults. 

In public relations the vital role of 
the agent is equaled by that of the 
claims investigator who goes out into 
the field, representing his company to 
the claimant, the hospital librarian and 
the attending physician. Whatever has 
gone before in the initial evaluation of 
the risk, Dr. Scoins said, is forgotten. 
When he goes out the chips are down. 
What he learns, says and does deter- 
mine in the final analysis how the 


medical department of his company 
stands with the public, the medical 
profession and its allied institutions. 
The responsibility of claims repre- 
sentatives should not and cannot be 
minimized, Dr. Scoins said. Although 
many of the problems are easily solved, 
it must be recognized that he should 
have not only the responsibility, but 
the authority to step in, conduct a 
proper investigation and take proper 
action. Although all well-managed 
companies usually instruct those re- 
sponsible for claims appraisal to re- 
solve any reasonable element of doubt 
in favor of the policyholder, the fact 


still remains, he said, that the claims 
man is believed by those with whom he 
is dealing to have entered the picture 
to extract “x” number of dollars just- 
ly due them. 

With the increasing complexity of 
coverage doctors in ‘insurance com- 
panies must be alert to the fact that 
while many of their problems have a 
much lesser, immediate monetary val- 
ue, their relationships with policyhold- 
ers and members of the medical pro- 
fession will not only be more frequent 
but more intimate. 

Dr. Scoins, earlier in his talk, re- 

(CONTINUED ON PAGE 17) 
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4. LIBERAL COMMISSIONS 


at 14%, 
6. CASE DEVELOPMENT 





OF HARTFORD, CONNECTICUT 


. LIBERAL STANDARD AND SUBSTANDARD LIMITS 
Permanent Plans — $350,000, ages 20 to 45 


Renewable Term up to $200,000 


Substandard: Up to $200,000 and to 500% mortality 
Term Insurance considered. 


2. NO REINSURANCE COMPLICATIONS 


The Company has no reinsurance connections and the above 
limits represent its own retention. 


3. OTHER COMPANIES’ REPORTS ACCEPTED 


Photostatic copies of other ee 
be considered, thus eliminating the hazards incident to arranging 
for new examinations, and saving time for your busy clients. 


55% top first commissions graded by plan to produce exception- 
al over-all return. Full commission paid on all extra premiums 
except aviation and temporary flat extras. 

5. RENEWALS UP TO 14TH YEAR 


Renewal commissions are three years at 8% and six years at 
4% — plus five additional years at 3% contingent upon pre- 
mium volume. Single case agreements offer three renewals 


We'll be happy to help you develop your unusual cases and are 
equipped to offer expert medical counsel plus fast service. 


INSURANCE COMPANY 














$100,000, ages 60 to 70 


examination reports will 
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EVERYONE'S 
TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 


—Lower rates 
—New Policy Plans 
—Greater Opportunities 





BROKERS AND SURPLUS WRITERS — ABOUT CROWN LIFE’S 


—Ability to provide the extra services they need. 


POLICY OWNERS — ABOUT CROWN LIFE’S 


—Low cost protection 
—Understandable policies 
—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card 
—rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 


HOME OFFICE, TORONTO, CANADA 


Over One Billion in force in our 53rd year 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, 
Colorado, District of Columbia, Florida, Georgia, Hawaii, 
Idaho, Indiana, Kansas, Louisiana, Maryland, Michigan, 
Minnesota, Mississippi, Missouri, New Jersey, New Mexico, 
North Dakota, Ohio, Oregon, Pennsylvania, Puerto Rico, 
South Carolina, Te 


Vermont. 





.» Texas, Washington, and now in 
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411 EAST SOUTH TEMPLE + 


RAY H. PETERSON, PRESIDENT 


onal Man Is Doing ) 


SOME VERY 
PLEASANT 
PLANNING! 


Qualified producers for Pacific 
National are planning for conven- 
tions at the Del Coronado in San 
Diego in 1955 and Hawaii in 
1956. Of course, all Pacific Na- 
tional agents enjoy a non-contri- 
butory pension plan and top com- 
mission contracts in representing 
Pacific National Life Assurance Co. 

HOW ABOUT YOU? If inter- 
ested, write Kenneth W. Cring 
about the excellent agency open- 
ings with... 





SALT LAKE CITY, UTAH 
K. W. CRING, V.P. & SUPT. OF AGENCIES 








Program Readied for 
Mid-West Management 
Conference Oct. 21-23 


The complete agenda for the Mid- 
West Management Conference at 
French Lick, Ind., Oct. 21-23, has 
been announced by Hastings A. Smith, 
general agent, New England Mutual 
Life, Indianapolis, chairman. About 
100 advance registrations already are 
in for the meeting sponsored annually 
by Indianapolis General Agents & 
Managers Assn. 

Following luncheon Thursday, 
Horace Smith, superintendent of 
agencies of Connecticut Mutual, will 
give a talk entitled “Step-by-Step 
With the New Man Through His First 
Year.” Robert Gilmore, Mutual Bene- 
fit Life, Bridgeport, Conn., president 
of NALU, will address the banquet 
that evening on “What the Field Ex- 
pects of Management.” 

Speakers and their topics Friday 
are Robert Zimmer, general agent 
Penn Mutual, Columbus,. O., “Motivat- 
ing the Established Producer”; George 
Gruendel, general agent New England 
Mutual, Chicago, “Getting Agents to 








Sell the Smaller Pension Case”. 
Travis T. Wallace, president Great 
American Reserve, “Getting the Es. 
tablished Man into A & H Production: 
Charles Schaaff, vice-president Mass. 
achusetts Mutual, “It’s a Big Job,” ang 
Stuart Monroe, general agent Mutual 
Benefit Life, Chicago, “Getting Agents 
to Capitalize on the New Tax ang 
Social Security Laws.” 

After a talk Saturday by W. xk. 
Niemann, Bankers Life of Iowa man- 
ager at Des Moines, on “Getting 
Agents Enthusiastic,” there will be a 
summary of conference presentations, 

The conference is the oldest of the 
association-sponsored management 
meetings, having met first in 1937 
and continuously each year since ex. 
cept for three war years. 





Travelers Field Changes 


Travelers has appointed two field 
supervisors in life, accident, and group 
lines. They are Philip A. Pfenninger at 
Duluth, and William Webster at the 
Central City agency in Philadelphia. 

Two agency service representatives 
named are James F. Brewer, 3rd at 
Hartford, and John W. Reid at Des 
Moines. 
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Bel Lye Insurance Company 


PILOT TO PROTECTION FOR OVER FIFTY YEARS © 0. F. STAFFORD, President « GREENSBORO, N. C. 


An actual case from the Pilot field force. 
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HcCONNEY AT A&H MEET 


better Agent Key 
in Competing for 
Consumer Dollar 


Improvement of the agency force so 
that insurers may more effectively 
compete against 
other forms of 
savings is the chal- 
lenge before the 
business today, ob- 
served Edmund M. 
McConney, 
dent of Bankers 
Life of Iowa, in a 
talk before the Bu- 
reau of A & H Un- 
derwriters annual 
meeting in Colo- 
rado Springs. 

Mr. McConney 
cited figures from a survey of current 
business showing the consumer is sav- 
ing a greater percentage of his earn- 
ings today than 25 years ago, though a 
considerable proportion is in a form 
that does not have an element of pro- 
tection in the event of death. 

The need for insurance is realized 
ty the consumer, Mr. McConney said, 
and he expects to buy more—‘“but not 
today, tomorrow.” It takes the agent, 
he added, to change that “elusive to- 
morrow into today.” To bring this 
about, however, the agent must be 
trought to his highest point of effec- 
tiveness and this depends on the abil- 
ity of insurer to do four things: 
Careful selection and thorough 
taining of the managerial staffs; re- 
tuiting of better agents; use of ef- 
fective training procedures for both 
the new and advanced agent; provid- 
ing the leadership to stimulate agents 
to their maximum potential. 

Mr. McConney said a personal pro- 
ducer will not rise far above his field 
management. Thousands of capable 
men, merely looking for guidance, rely 


LOW COST 


BOOKLETS 
MAKE TERRIFIC 
NEW BUSINESS 








—. M. McConney 











PREMIUMS 


BABY BOOKS 
WEDDING BOOKS 
FOOD AND CALORIE BOOK 
HOUSEHOLD HINTS 
DISEASE BOOK 
INSURANCE PROMOTION 





PAMPHLETS 


Average Price 10¢ per copy 


\, 
hour Company Vame Imprinted 


. Send For Samples and Price List 


Jy 


1148 West 23rq Street 


NATIONAL DEALERS SERVICE 


New York 11, N.Y. 


presi- 


upon management to show them the 
way. An untrained manager, unable 
properly to guide his agents, cannot 
top their potential and causes them to 
leave the business bitter over their ex- 
periences. 

A great error is to assume that once 
a man has won his spurs as a personal 
producer he is qualified for manage- 
ment, Mr. McConney contended. The 
company has a responsibility to select 
managers carefully, train them thor- 
oughly, and place them in agencies 
where their abilities can be used to the 
fullest. Successful, field-tested meth- 
ods must be placed at the disposal of 
the management force in locating 
quality salesmen. Management also 
must be given sound procedures to 
present the business to the above-av- 
erage prospective agent, because it is 
this man who insists upon full infor- 
mation before he makes his decision to 
enter insurance. 

Once the quality man becomes an 
agent, training is the key to success, 
according to Mr. McConney. Manage- 
ment must be impressed with the im- 
portance of thoroughly training the 
new man, because it will be their 
responsibility to make up any areas 


that are slighted. Assuming a man 
is 80% trained, 20% of the manager’s 
time becomes his responsibility. 

It also is vital, Mr. McConney com- 
mented, to have the agency department 
staffed with top men where possible, 
with successful selling and manage- 
ment experience, for whom successful 
agents and managers can have the 
greatest admiration. 

Mr. McConney concluded that only 
in this way can insurers increase the 
actual dollars and the percentage of 
spendable or savings dollars that will 
go into insurance. 





Probst New in Actuarial Post 


John E. Probst has been named 
associate actuary of Provident Mutual 
Life. A fellow of Society of Actuaries, 
he has had experience with several 
other companies, including Connecticut 
General Life. He is an army veteran. 





Adds 30 Year Morigage Policy 


The Travelers has added a 30 year 
mortgage redemption contract with 
premiums payable for 23 years. This 
is in addition to its 15 year, 20 year and 
25 year forms with premiums payable 
for 13, 16 and 19 years respectively. 





Texas Department 
Seeks 25% Increase 
In Appropriation 


AUSTIN—Texas Board of Commis- 
sioners has asked an aggregate in- 
crease of 25% in its appropriations for 
the fiscal year beginning Sept 1, 1955. 
The request went to the budget board, 
and it will be put before the legislature 
next year. 

Currently, the department has an ap- 
propriation of $1,532,368, divided as 
follows: Life, $680,230; fire, $527,765, 
and casualty $324,373. 

The department is asking $1,915,471 
for the year beginning Sept. 1, 1955, 
and $1,902,333 for the following year. 
By divisions, the 1955 requests are: 
Life, $888,791; fire, $608,668, and cas- 
ualty $418,012. 





e The Orr & DeVol agency, Philadel- 
phia, of National Life of Vermont re- 
cently held a meeting to discuss 
changes in the recently passed United 
States revenue code. Walter G. Nelson, 
Jr., National Life general counsel, 
spoke before a group of life under- 
writers in that area representing sev- 
eral companies. 
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INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 
(Noncan and Commercial) 


Income Disability 

Juvenile Insurance 

Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 
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Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 


Pension Plans 
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A full line of Group Coverage 
LNL Is Geared To Help Its Field Men 


LINCOLN NATIONAL 
LIFE INSURANCE 
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EDITORIAL 


COMMENT 





‘Personality’ Tests Flunk the Exam 


For all who distrust over-reliance on 
“personality” tests but are reluctant 
to speak out against them there is aid 
and comfort in the September issue of 
Fortune. There is even some advice on 
how to cheat on the tests without go- 
ing so far as to be trapped as a faker. 

“Do the tests really discriminate the 
man of promise from the run of the 
mill or do they discriminate against 
him?” was the question on Fortune’s 
mind in putting these tests to the test. 
What happened? Well, by giving the 
tests to 60 persons of unquestionably 
exceptional attainments, Fortune found 
that if the tests were rigorously applied 
across the board today “half of the 
most dynamic men in business would 
be out walking the streets for a job.” 

It is Fortune’s finding that the tests 
don’t do what they are supposed to do 
because, for one thing, they are not 
scientific. “Neither in the questions 
nor in the evaluation are they neutral; 
they are, instead, loaded with debata- 
ble assumptions and questions of 
values. The result, deliberate or not, 
is a set of yardsticks that reward the 
conformist, the pedestrian, the unim- 
aginative—at the expense of the ex- 
ceptional individual whom manage- 
ment most needs to attract.” 

The article brings out the point 
that tests may get credit that really 
should go to the interviewer. “If he 
is a perceptive man, he may make a 
very accurate prognosis but when sev- 
eral years later, the prognosis turns 
out to be true, this is adduced as evi- 
dence of the amazing accuracy of test 
scores.” 


Fortune’s conclusion is that the 
study of a man’s past performance 
and how he stacks up in the personal 
interview are uncertain guides but 
“they are still the key, and the need 
is not to displace them but to become 
more skilled with them.” The job of 
deciding who is the best man for a 
vitally important job is perhaps man- 
agement’s toughest task but it can’t 
be answered by a machine or delegated 
to a proxy “and any management that 
so evades its most vital function needs 
some analysis of its own.” 

It might be supposed that this article 
would get industrial psychologists’ 
backs up but at least one consulting 
psychologist who has done consider- 
able work in insurance personnel work 
told THE NATIONAL UNDERWRITER that 
he considered the Fortune article to be 
substantially correct. He himself has 
long deplored over-reliance on tests, 
believing they still have a long way to 
go before they are as accurate as their 
partisans contend. 

The Fortune article contains ex- 
cerpts from seven widely used tests 
which the reader can use to deter- 
mine how maladjusted he is—ac- 
cording to the tests. For those inter- 
ested in their own advancement and/ 
or the selection of others for advance- 
ment the article is well worth the 
$1.25 that the issue costs. Besides that, 
it’s by William W. Whyte, Jr., which 
means that it’s an entertaining and 
highly readable piece of writing re- 
gardless of any sordid commercial 
value it may have. 


Who Should Issue Equity Annuities? 


When we ran that article in the 
Aug. 20 issue quoting a prominent 
agency manager’s views on the advisa- 
bility of life companies making use 
of the equity annuity principle to go 
the mutual funds one better, we ex- 
pected a lot of letters vigorously op- 
posing the idea. Only one such letter 
has come in but the points it makes 
seem worth commenting on. The let- 
ter, reproduced elsewhere in this is- 
sue, is from Joseph Blumenthal, Bos- 
ton insurance broker, who sells both 
life insurance and mutual funds in the 
course of his estate planning and in- 
vestment business. 

Mr. Blumenthal’s position is that 
life companies should not offer a vari- 
able annuity based on equity invest- 
ments or in any other way get into 
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what might be called the mutual funds’ 
bailiwick. As one reason he states that 
any nation operating under a free 
and independent economy needs dif+ 
ferent types of financing in order for 
its economy to flourish and prosper 
“and none should invade the field of 
another, else a disbalance results. If 
one field becomes so attractive that it 
draws all vehicles toward it, then a 
Frankenstein monster is born.” 

We agree that various types of fi- 
nancing are necessary but we disagree 
with Mr. Blumenthal’s premise that 
the economy is best served by each 
type of institution sticking strictly to 
its own traditional type of knitting. 
It seems to us more likely that a free 
economy is served best by freedom of 
various types of investors to invest in 
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non-traditional fields if it appears 
that they can thus serve the public 
better. 

Mr. Blumenthal also says: “The 
person desiring to participate in the 
rewards—and risks—of fluctuating 
dollars needs merely to select a suit- 
able vehicle for that purpose in addi- 
tion to his vehicle for fixed dollars.” 

What Mr. Blumenthal overlooks is 
that for the general public there is no 
“suitable vehicle” for the person de- 
siring to participate in fluctuating dol- 
lars combined with the life income 
principle. This principle is one of the 
most attractive features of guaranteed- 
dollar investments offered by life com- 
panies. The lack of it is one of the 
most serious objections to the purchase 
of mutual fund shares. Unless one is 
a university teacher eligible to partici- 
pate in the College Retirement Equities 
Fund affiliated with Teachers Insur- 
ance & Annuity, he has no way of 
fully utilizing the annuity principle 
for his equity investments. 

What is likely to be overlooked by 
opponents of the equity annuity idea 
is that it is not a question of certainty 
vs. uncertainty. The equity investment 
involves uncertainty as to the future 
earnings and values of the stocks on 
which it is based; the guaranteed-dol- 
lar investment involves uncertainty as 
to the purchasing power of the dollars 
that it guarantees to pay. If a combina- 
tion of guaranteed-dollar and equity 
dollar investments seems to promise 





the most stable purchasing power then 
it would seem a better buy than eithe 
one by itself. Studies by Teachers Ig4 
indicate that 50-50 balance between the 
two types would yield the most stabjp 
purchasing power. There’s no Positive 
assurance that it will, of course 
Neither is there any positive assurance 
as to what the purchasing power of 
the guaranteed dollars will be in the 
future. 

The question seems to be: Is there 
a market for an investment com 
the equity annuity principle with lite 
insurance? Well, look at it this way: 
Suppose life companies stopped issy. 
ing life insurance and only offered a 
plan of investment that involved shares 
in what would be in effect a mutual 
fund investing only in bonds, mort. 
gages, and other evidences of debt, 
How attractive would it be? Not very, 
It’s the investment feature plus in. 
surance plus the annuity principle 
paying a life income to the investor 
or his beneficiaries, that makes the 
life company investment plan attrac- 
tive. It would also make the mutual 
fund plan attractive—as a number of 
mutual funds have demonstrated, to 
an extent, by adding the death benefit 
feature. 

But if there is to be a combination 
of life insurance and the mutual fund 
principle, doesn’t it seem more appro- 
priate that such a contract be issued 
by a life company than by an invest- 
ment company. 








PERSONALS 


DEATHS 





Walter W. Smith, Aetna Life gen- 
eral agent at St. Louis, suffered a 
sprained ankle in a fall from a horse 
while vacationing in the Colorado 
mountains. He will be on crutches for 
some time. 


Dwight L. Clarke, retired president 
of Occidental Life of California and 
now a member of its board, received an 
honorary degree of doctor of laws from 
Loyola University, Los Angeles, in rec- 
ognition of his civic service to Los 
Angeles and California. 


R. O. Browning, general agent at 
Burlington, N. C., for Pilot Life has 
completed 37 years in Pilot’s App-a- 
Week Club and also 37 years with the 
company. 


Louie E. Throgmorton, vice-presi- 
dent and director of public relations 
of Republic National Life will address 
the luncheon of North Texas Person- 
nel & Industial Relations Conference 
in Dallas Sept. 23. The conference is 
sponsored by Dallas Personnel Assn. 
and Southern Methodist University. 


ADVERTISING OFFICE: 

175 W. Jackson Bivd., Chicago 4, Il. 
Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 


JOHN C. IRWIN, 78, formely a dis- 
trict manager for John Hancock Mu- 
tual at South Bend, Ind., for several 
years, died at his home in Pamona, 
Cal., where he had been living since 
retirement. 


ELIJAH H. NORTON, JR., 37, as- 
sistant actuary of Aetna Life, died in 
New York City after a long illness. 
His home was in West Hartford, Conn. 


LEWIS P. BUCKNER, associate ac- 
tuary of John Hancock, died suddenly. 
A graduate of Massachusetts Institute 
of Techbnology and fellow of the So- 
ciety of Actuaries, he had been with 
John Hancock since 1941, after having 
been with New York Life’s actuarial 
staff for a number of years. His father 
was Walker Buckner, former execu- 
tive vice-president of New York Life, 
and his uncle was Thomas A. Buck- 
ner, president and later chairman. 


MARION B. HOCKER, 39, manager 
of the credit life department of Mis- 
souri Ins. Co., died of a heart atack in 
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Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 








ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, 
Tel. Liberty 2-1402. 
land Manager. 


MASS.—207 Essex St., Rm. 421, 
Roy H. Lang, New Eng- 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resident 
Manager. 


MO.—605 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—i58 Northwestern 
Bank Bidg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. ¥.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA NEBR.—610_ Keeline Bldg... Tel 
Atlantic 3416. Clarence W. Hammel, Residen 


M fog 
HILAD LPHIA 9, PA.—123 S. Broad Street 

Room 1127, Tel. Pennypacker 5-3706. E. 

Pretzinecs, Resigent Manage 303 c lumbia_ Bldg. 
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Tel. Court 1-2494. Bernerd J. Gold, fesident 


anager. 
SAN f CO 4 CAI Fistives Bide 644 
Market St., Tel. Exbrook 2-3054. F. 

Pacific Coast Manager. 
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the company’s home office. He was the 
gon of the late Lon O. Hocker, a na- 
tionally recognized insurance attorney. 
4 brother, Lon Hocker, is vice-presi- 
jent and general counsel of Missouri. 


EDWARD P. AGNEW, 41, a Metro- 
jitan Life agent at St. Louis for 10 
years and president of insurance agents 
ical union No. 60 (AFL), died in a 
spital there of a cerebral hemor- 
rhage. 

JOHN J. PARKINSON, 45, agency 
geretary of Farmers New World Life, 
died. 

RICHARD BARBER 46, manager at 
shoenix, Ariz., for International Life 
{ Texas, died from a heart attack 
yhile attending a dinner honoring the 
wmpany’s leading producers. 











Great-West Assets 
Pass $500 Million 


Assets of Great-West Life now ex- 
eed $500 million. The mark was 
assed in its 63rd year of operations. 
Great-West’s total business in force is 
nore than $244 billion. 

The latest $250 million of assets were 
xdded in only 8% years. Assets in- 
weased $151 million in the past five 
years, compared with $127 million the 
mevious five-year period. 





Provident Mutual Promotes 


Robert Crowell, J. F. Sutor 


Provident Mutual Life has appointed 
Robert Crowell manager at Cleveland. 
He is being succeeded as manager of 
the Philadelphia supervisory unit by 
James F. Sutor. 


Mr. Crowell, a marine veteran, 


ia 4 


Robert Crowell 





J. F. Sutor 


joined the company at Philadelphia 
in 1946 and became head of the super- 
visory unit there in 1953. 

Mr. Sutor has been in various Provi- 
dent Mutual supervisory positions since 
1947, He is a naval veteran. 


N. Y. Referee’s Office Moved 

The office of Massachusetts Mutual’s 
medical referee in New York City has 
been moved from 20 Pine street to 
351 Fifth avenue. Dr. Carroll C. Beach, 
medical referee, is in charge, assisted 
by Mrs. Jeanne Gribbin, registered 
technician. The office is equipped with 
electrocardiograph and X-ray facilities. 


Hear Tax Law Review at S. F. 

Francisco CLU chapter heard 
Cyrus B. King, tax attorney, explain 
how the new internal revenue code 
= used as a business-getter by 
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Health Insurance Is 
Long-Term Social 
Issue, Neal Warns 


The strong interest of the present 
administration in the A & H business 
is convincing of 
the fact that health 
is an important 
political issue re- 
gardless of the 
machinery 
through which it is 
administered, Ro- 
bert R. Neal, resi- 
dent counsel at 
Washington for 
Bureau of A & H 
Underwriters and 
H & A Underwrit- 
ers Conference, 
told the bureau annual meeting this 
week at Colorado Springs. 

He remarked that from this fact the 
business should begin to discern a 
long-term social development as dis- 
tinguished from pure politics. This de- 
velopment came into being with the 
passage of the original social security 
act and was accelerated by the South- 
eastern Underwriters decision. From 
events of the immediate past, Mr. Neal 
said the business must make haste to 
be ready for the challenges to come. He 
mentioned that in the 83rd Congress, 
the A & H business was faced with five 
issues, for none of which it had much 
notice or much time to prepare. These 
were an investigation by the House 
committee on interstate and foreign 
commerce to determine what the peo- 
ple could do to insure themselves 
against the rising cost of medical care, 
particularly in the field of major di- 
sease; an inquiry by the Senate judi- 
ciary committee into the practices of 
mail order A & H; an investigation by 
the federal trade commission of adver- 
tising practices in A & H, still going on; 
the administration bill for federal re- 
insurance of A & H, and the amend- 
ment of the social security law to in- 
clude a “freeze” on wage credits of 
permanently and totally disabled per- 
sons. 





Robert R. Neal 


Prior to this Congress, A & H people 
had relatively little contact with the 
federal government. There had been a 
failure to appreciate the new power 
that was building up to effect state 
regulation of insurance. 

The recomittal of the reinsurance 
bill was a complete surprise to almost 
everyone, Mr. Neal said. It was the re- 
sult of the coalition of liberals and con- 
servatives, the liberals voting for re- 
committment and because they felt the 
bill was not liberal enough, and the 
conservatives because it was too lib- 
eral. However, the business has not 
seen the last of this measure, he 
warned. It is part of the administra- 
tion’s announced program and _ the 
President was disturbed that it failed. 

The companies have cooperated with 
the FTC, and this group is completing 
its investigation of advertising prepar- 
atory to writing a report. It is not 
known whether this will be a public or 
private document or what the general 
nature of the findings will be. 

The social security amendments in- 
creasing the taxable wage base, in- 
creasing benefits, and freezing benefits 
for a worker with total and permanent 
disability “pretty well removes social 
security from the category of its orig- 
inal purpose,” Mr. Neal observed. 
Noting the ease with which these 


amendments were adopted, he won- 
dered if it isn’t a short step to include 
benefits for temporary total disability, 
and even to provide hospital and med- 
ical care. 

All of these government activities 
required an industry policy, which had 
to be organized under the pressure of 
time and with the understanding of 
several trade associations. The business 
acted quickly, forming a joint commit- 
tee on health insurance which had as 
its job the policy in regard to the rein- 
surance bill, but which also will carry 
on studies to streamline policy making, 
regulation and self-regulation of A & H, 
and the adequacy of the product. 

A Washington office was set up with 
Mr. Neal as counsel. He said the new 
office has had its way smoothed by the 
assistance of Life Assn. of America and 
American Life Convention. It is the 
aim of the Washington office to use 
the objective approach rather than a 
stubborn negative attitude. The latter, 
he said, does not win too many friends 
and will ultimately cease to influence 
many people. The prestige of the busi- 
ness in Washington would be reduced 
to nothing and render the office inef- 
fective. 

Mr. Neal said he feels the sound way 


is to recognize that legislation has its 
origin in political pressures and the 
best result can be obtained by consul- 
tation and cooperation, guiding the 
pressures into proper channels. 





Pension Planning Seminar 


Considers New Tax Law 


That taxes have become only one 
of many facets that need to be con- 
sidered in establishing and continuing 
pension and profit-sharing plans is 
indicated by the syllabus of the sem- 
inar on pension and profit-sharing 
plans and employe benefit programs 
held this week in New York City. 
Pension Planning Co. is holding the 
seminar. 

The syllabus is: How to utilize the 
new tax law to the maximum advan- 
tage; how to prepare for and carry on 
collective bargaining on pensions and 
social insurances; how to select the 
best plan; how to choose the financing 
method; how to determine provisions 
of pension plans; actual case analysis 
of the plans of the companies repre- 
sented by those in attendance at the 
seminar; how to amend existing plans; 
how to correlate pensions with other 
plans of executive compensation; how 
to administer plans; and how to edu- 
cate employes on the company pro- 
gram. 












ARE YOU LOOKING for the “$10,000 special” 
that offers your clientele the most for the 
least? Then take another gander, please, at 
Occidental’s Preferred Whole Life Par. 


Low net cost—not dependent on a surrender 
dividend—and availability substandard to 
Table P are not the sole competitive features 


of this new plan. 


Important to the kind of folk who buy Pre- 
ferred Whole Life Par is the fact that Occi- 
dental will issue it with up to $350 monthly 
Income Disability —the old-fashioned kind 
that begins after only 4-months waiting, pays 
$10 per $1,000 per month to age 60 and then 
$5 until death when we pay the face or its 


equivalent income. 


. This is the extra that makes our “special” 
‘, something extra-special! 






HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


SOMETHING EXTRA | 
FOR THAT “SPECIAL” 








me Life... 


**WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 
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ACTUARIAL ACCOUNTS SUPERVISOR aig spent ae 
wanted by well-established, large, grow- physice 
Ranking long-established consulting actuarial firm in New York City with ing, midwestern life insurance company. WANTED simplif 
over 50 employees = full a of _ machines oe’ 604's), Under age fifty, five years or more — 
concentrating on developing, establishing. and maintaining employes pension | | experience in life insurance medicine | | A PROGRESSIVE, RAPIDLY &X|| ic. 


. : é Thro 
required. Compensation attractive; excel- 


lent retirement and employee benefit pro- 
gram. Medium-size city with fine residential 
and educational facilities. Our staff knows 
of this ad. Inquiries kept confidential. Box 
A-67, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 


operates purely on a professional fee basis and does not accept commissions 
or brokerages. 





PANDING COMPANY HAS 
OPENING FOR TWO _ EXECU. 
TIVES. THE POSITION INVOLVES 
TRAVEL. OFFERS AN EXCEPTION. 
AL OPPORTUNITY WITH UNLIM- 
ITED FUTURE. SALES AND SERV- 
ICE ABILITY NECESSARY; ACTU- 
ARIAL, UNDERWRITING OR 
HOME OFFICE EXPERIENCE PRE- 
FERRED. COMPENSATION AND 
BENEFITS COMMENSURATE 
WITH INDIVIDUAL'S ABILITY. 
WRITE COMPLETE EXPERIENCE 

BACKGROUND. ENCLOSE RE- 
Uae att iy | | CENT PHOTOGRAPH. ALL RE|| | OF 
Bor A:96, fhe National Underwriter Go. 7s'w. | | PLIES COMPLETELY CONFIDEN- 

TIAL. OUR EMPLOYEES KNOW 


Associate membership in the Society, or at least 4 parts of the Associateship 
examinations, are required. 


No consulting experience is necessary but would be welcome. Other actuaries 
on our staff will train the applicant in all phases of pension consulting and 
actuarial valuation procedures. 


SALARY UP TO $10,000 to Start, Plus Moving Expenses 


We consider this opening an outstanding opportunity to enter the higher levels 
of the consulting actuarial profession. 








WANTED 
Texas Life Insurance Company adequately 
financed wants vice-president for Agency 
Director capable of building a long, 
sound, underwriting principal. 
Prefer not over forty years of age who 
now resides in Texas. Capable man will 
be given an opportunity to acquire sub- 
stantial ownership out of his earnings. 
Reply to: E. L. Baulknight, Attorney 
Perry-Brooks Building 
Austin, Texas 


All replies will be held in absolute confidence. This ad will run for 3 con- 
secutive weeks starting September 3rd. 


Address A-75, The National Underwriter, 175 West Jackson Blvd., Chicago 4, 
Illinois. 
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PENSION SALESMAN 
SALES TRAINING DIRECTOR 


We have an excellent opportunity in our Company for a man 
who knows the Individual Accident and Health business and 
has had a successful selling record in this field. We need him 


Jackson Blvd., Chicago 4, Illinois. 











. é : Execut 
to train our salaried employees in how to sell and service our 
expanding agency and branch system, and we want the best ACTUARIAL OPPORTUNITY ABOUT THIS AD. ADDRESS 8-3 
man available to do the job for us. Firmly estaplished, rapidly growing, mid- THE NATIONAL UNDERWRITER 
The position entails working with an already established sales png ue al Bi anny CO. 175 WEST JACKSON BOU- 
staff with the objective of improving and expanding it. excellent opportunity in the actuarial field. ‘ ols 
nay i a ‘ ; 
Write us your qualifications, and we will arrange for a per- fen pet i =. LEVARD, CHICAGO 4, ILLIN we 
sonal interview where we can outline in detail our plans for has passed four or more examinations of OAuLA 
expansion and your future growth. If you want an opportunity the Society of Actuaries with the intention SAN 





LIFE INSURANCE 
EXECUTIVE AVAILABLE 


Seventeen years experience with major compan 
as Sales Training Director. Excellent rsona' 
production record. Extensive manageria bo ge 
ence. Age 42. Desire Director of Agencies ° 
similar position or in established cm 
Agency. Address B-4, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 


of completing all of them. Starting salary 
up to $9,000 depending on qualifications. 
Employee benefits are second to none. 
Moving expenses will be paid by us. All ap- 
plications will be kept strictly confidential. 
Address B-!, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 





to display your abilities and have them recognized, this is 
for you. 


Box No. B-2, The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, IIl. 
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rqulkner Tells Goals of 3 
Joint Health Committee Units 


(CONTINUED FROM PAGE 4) 
number of meetings and has been in 
contact with various insurance depart- 
ments, National Assn. of Insurance 
Commissioners, and with some agen- 
cies of the federal government. The 
group is studying questions such as 
possible existence of gaps in state reg- 
ylation of insurance, industry aid in 
helping commissioners discharge their 
responsibilities, presenting the A&H 


' pusiness in a proper light to federal 
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| agencies that have evidenced an inter- 


est in it, securing within the industry 
adherence to ethical and advertising 
standards established by H&A Under- 
writers Conference, or the public rela- 
tions program and code of practices 
peing considered by the bureau. 

A long-range look at the business is 
being taken by the third subcommittee, 
headed by Raymond Killion, 3rd vice- 
president of Metropolitan. It will rec- 
ommend means through which A&H 
service to the public can be improved. 
Subjects receiving attention include 
working out more satisfactory arrange- 
ments between insurers on one hand 
and doctors and hospitals on the other, 
bettering methods of _ distribution 
which, without penalizing the agent, 
will result in lower cost. Other po- 
tential avenues of improvement lie in 
underwriting techniques that will 
eliminate dissatisfaction because of 
discontinuance of coverage; issuance of 
coverage devoid of exclusion; exten- 
sion of insurance to risks not now 
generally thought insurable because of 
physical or occupational impediment; 
simplification of policy language; and 
intensified effort to reduce expense 
ratios. 

Through the committee, Mr. Faulk- 
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OLD REPUBLIC CREDIT LIFE 
INSURANCE COMPANY 


James H. Jarrell, President 
Executive Offices ¢ 307 N. Michigan Ave. 
Chicago 
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Regional Offices 
BIRMINGHAM, CHARLOTTE, CHICAGO 
DALLAS, DENVER, LOS ANGELES, OMAHA 
SAN FRANCISCO, TULSA, WASHINGTON 
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1928. Before joining Massachusetts 
Mutual he was in the Navy depart- 
ment at Washington and was also in 
governmental work at Geneva. 

Mr. Burns joined the company in 
1925 as manager of its Washington 
mortgage loan agency and in 1928 be- 
came head of the Atlanta office. He is 
a veteran of the first world war. 


ner said, every aspect of A&H is being ‘DPhilabank Plan’ Combines 
surveyed, inspected and tested to dis- 


cover and overcome whatever weak- Insured, Trusteed Features 
nesses may exist. For the first time, (CONTINUED FROM PAGE 4) 

he said, every element of the business and 65 retire in 10 years but not later 
is represented at a common confer- than age 70. 

ence table, intent on the solution of | Contributions to the plan can be 
common problems. made on a quarterly, semi annual or 
annual basis. All death benefits and a 
part of the pensions are underwritten 
by Mutual Life and the remainder of 
the pension is funded in the Philabank 
trust fund until retirement. At that 
time sufficient funds will be trans- 
ferred to Mutual Life to provide the 
balance of the pension at previously 
guaranteed rates. 

Actuarial fees, trustees’ fees, legal 
and administrative expenses are ap- 
portioned on an equitable basis among 
all employers and are included in their 
contributions. 








Skoglund Lodge Burns 


GRAND MaralIs, MInn.—A few hours 
after H. P. Skoglund, president of 
North American Life & Casualty, had 
entertained 40 company salesman at 
his lodge on Greenwood Lake near 
here, fire burned the lodge to the 
ground. 

Holidays at Mr. Skoglund’s lodge 
had become a traditional reward to 
agents for high production. It was lo- 
cated in an excellent fishing area. 


Quam, Stolpe Advanced 


Eric Quam and Abel G. Stolpe have 
been appointed assistant comptrollers 
of Minnesota Mutual Life. Mr. Quam 
has been with the company 29 years, 
all of his service being in the comp- 
troller’s department. Starting with 
Minnesota Mutual in 1928, Mr. Stolpe 
served in various positions until enter- 
ing the army in 1943. On his return two 
years later he was made agency audi- 
tor. 








N. W. National Shifts Moline 


Merrill S. Moline, district manager 
for Northwestern National Life at 
Rochester, Minn., for the past year, has 
been transferred to Janesville, Wis., as 
district manager for southern Wiscon- 
sin. He started with the company as 


e Associates of J. Lowell Craig, North- 
western Mutual Life general agent at 
Milwaukee, honored him at a break- 
fast meeting marking his 20th com- 
pany anniversary. Among the guests 
were Edmund Fitzgerald, president; 





New Atlanta Loan Manager 


Massachusetts Mutual has appointed 
Carroll L. Smith as supervisor of its 
southeastern mortgage loan and real 
or estate agency in Atlanta. He succeeds 
- James T. Burns, who asked to be re- an agent at Tracy, Minn., in 1950 and 
, lieved of active duties. : two years later became supervisor in 

Mr. Smith has been cashier and as- the White & Odell agency at Minne- 
sistant supervisor of the office since apolis. 


READIN’ AND WRITIN’ 
and LIFE INSURANCE 


Sexices Bells ring again, and back they go to 
school and college to resume their preparations for 


adult life ahead. 


Who knows how many thousands of them would not 
be returning this year were it not for the services of 
Life Insurance and a good Agent? Or how many 
might otherwise have to drop out before this year 


8 


is over? 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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H. M. Sarason, F.S.A. Insurance Accountants : : a 
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acral 
Explain Policy Language to 


insured, Dr. Scoins Advises 


(CONTINUED FROM PAGE 9) 
marked that “perhaps we should admit 
that our industry, by the structure of 
our policies, has encouraged uneconom- 
ical medical practice. Although we 
know that many surgical procedures 
and diagnostic studies are conducted in 
the hospital that could and should be 
done either in the out-patient depart- 
ment of the hospital or in the physi- 
cian’s office, we must recognize that 
acquiescence for hospitalization was 
prompted only by the demand of our 
policies.” 

Active participation by the medical 
director in his profession, Dr. Scoins 
said, “perpetuates the common bond of 
understanding between physicians 
which will do much to bridge the gap, 
preak the wall between the profession 
and insurance medicine which, by the 
way, has been partly built up by our 
own indifference.” 

It is the belief of insurance company 
physcians, he said, that doctors in pri- 
vate practice do not understand the 
former’s approach or viewpoint largely 
because no one, or too few company 
doctors, have attempted to make clear 
what their interests are and how the 
mutual interests of the company and 
private doctor can be conjoined. 


In discussing how the medical de- 
partment can assist the claims man, Dr. 
Scoins suggested development of a 
soundly organized and well admin- 
istered medical department, geared to 
the present, not riding on the reputa- 
tion of the past, a department which 
can function as a vital member of the 
team which conceives, sells and ad- 
ministers insurance contracts. 

It can further assist the claims man 
by proper medical selection of risks in 
such a way that the policyholder is of- 
fered life insurance at a fair, reason- 
able price, and an A & H contract 
which, when issued, can be relied upon 
to fill the need when the occasion 
arises. 

He told of his company’s policy of 
giving frequent lectures to life and 
A & H underwriters during which the 
natural history, usual findings, compli- 
cations, treatment and underwriting 
significance of various diseases are 
discussed. This program, he said, has 
resulted in a corps of underwriters 
who have a basic understanding of the 
normal limits in the physical exami- 
nation, the laboratory and clinical in- 
vestigative procedures; who have a 
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good working command of the lan- 
guage and techniques of medicine and 
surgery, and who have a good know- 
ledge of the important diseases. 

In the interest of further assisting 
the claims man, Dr. Scoins said, his 
department sought to know the char- 
acteristics of the typical claims man. 
The following was compiled: 

1. He would get along well with 
people, and would so deport himself 
that, regardless of the merits of the 
cases at hand, those meeting him would 
remember him for his fairness and 
courtesy. 

2. He would possess a natural curio- 
sity about people and events, modified 
by a healthy skepticism. He would be 
energetic enough to stay on a case 
until he had all the facts. He would 
not be afraid to ask questions of any- 
one. 

3. He would be so constituted tem- 
peramentally that threats and emotion- 
al pleas would not sway his thinking 
or action. 

4. He would be able to arrive at 
fairly accurate judgments in the face 
of obviously prejudiced statements and 
rigged evidence. 

5. Once he has his facts and has de- 
cided on a course of action, he would 
be and remain firm. If compromise is 
indicated, his first offer would be high 
enough to encourage progress and the 
final figure would not be far removed. 

6. Finding himself convinced a claim 
is without merit, he would have con- 
fidence in his ability to handle the 
situation, even though legal and med- 
ical matters are involved. 

7. He would be able to talk at length, 
if necessary, but would prefer to state 
his case briefly and then let the claim- 
ant talk himself or herself into the pro- 
posed settlement. 

8. Working for the company, he 
would nevertheless be constantly 
aware of the beneficiary’s interests, 
and would insist upon prompt and full 
payment of the claim if the facts led to 
that conclusion, even though the com- 
pany might have a technical defense 
and the beneficiary might not be fully 
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aware of her rights. 

9. He would set and conduct himself 
as a company representative, and in so 
doing would be the good will ambas- 
sador, agency minded. 

10. He should find claim handling 
definitely to his liking, and must qual- 
ify his existence in the business with a 
well-rounded knowledge of law and 
medicine. 





Ohio National Advances 
Walmsley to Comptroller 


Ohio National Life has advanced 
Howard C. Walm- 
sley from assistant 
actuary to comp- 
troller. Mr. Walm- 
sley will head a 
new _ department 
responsible for co- 
ordination of all 
accounting activ- 
ities. 

An army veter- 
an, Mr. Walmsley 
joined Ohio Na- 
tional in 1947 as 
assistant manager 
of the actuarial- 
change depart- 
ment. He was promoted to assistant 
actuary in 1951. He is an associate of 
Society of Actuaries. 





Howard Walmsley 





Pacific Accountants to Meet 


Nine panel discussions and work 
demonstrations will highlight the con- 
vention of Pacific Coast Insurance Ac- 
countants Conference, to be staged Oct. 
19 at San Francisco. 

Frank C. Colridge, Pacific Board 
general manager, and Commissioner 
John R. Maloney will be speakers. 





Bank V-P to Kennon Agency 

Hugh Kemp, former vice-president 
of People’s First National Bank & 
Trust Co. of Pittsburgh in charge of 
estate planning, has joined the Kennon 
agency of Equitable Society at Pitts- 
burgh, where he will specialize in 
estate planning. Before joining the 
bank he was general agent for Con- 
necticut General in Pittsburgh and 
had been in the life insurance business 
a total of 27 years. 






— 


oll your own, write... 


Bankers National Life 
Increases Issue Ages 


Bankers National Life has announc- 
ed a liberal increase in issue ages for 
annual renewable term, both partici- 
pating and non-participating, five year 
term, home provider, and guaranteed 
provider plans. The five year term can 
now be issued up to age 60 and con- 
verted without re-examination any 
time during the first four policy years. 
The annual renewable term and guar- 
anteed cost annual renewable term is- 
sue ages have been increased from age 
50 to age 55, with non-medical con- 
version privileges being extended to 
any time prior to the anniversary date 
nearest to age 60. 

The issue age of the home provider 
has been increased to age 55. This plan 
is designed for mortgage insurance, 
with one unit consisting of $1,000 of 
life paid-up at 80 and $4,000 of reduc- 
ing term insurance. The guaranteed 
provider has an increased issue age of 
55 and is designed to provide decreas- 
ing amounts of life insurance with the 
term being 5 to 25 years as long as the 
period does not exceed age 70. The 
age of issue changes are in line with 
the company’s expansion plans. 





Conn. General Moves 2 L. A. Units 

Connecticut General’s claim and 
group accounting divisions at Los An- 
geles have been moved to 3535 West 
Sixth street. These diivsions were for- 
merly at 601 South Kingsley drive, 
where the company still maintains its 
southern California branch headquar- 
ters. Lindsay D. Hanna is the regional 
claim manager and Marshall A. Ockert 
is manager of the Los Angeles claim 
division. 





Nashville General Agents Elect 

New officers of Nashville General 
Agents & Managers Assn. are James 
Adkisson of Pilot Life, president; 
Charles Broome of Occidental Life, 
vice-president; Paul Simpson of Met- 
ropolitan, secretary; W. W. Eyster of 
Prudential, W. W. Billups of State 
Farm Life, Edwin L. Connel of Trav- 
elers, and Martin Nennelly of Massa- 
chusetts Mutual, directors. At the first 
fall meeting Mr. Eyster directed a 
panel on the life underwriting training 
program of the association. 


Here's that 


Being Introduced in 


National Magazines 


Again FORTUNE heads the list of national magazines which will tell about our won- 
derful new baby—"The Golden Years” policy—a guaranteed life income plan with 
the lowest premium rates of any company in the world ... yet has greater benefits. 
Just as we predicted he's really a competitive rascal that will make selling easier for 
Standard Life Agents. So, if yoy’re interested in selling this policy... and an agency 


Warny VU. Wade, President 
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This, Mr. Lehr observed, constitutes x 
the day’s principal challenge to fra- N Y. Dep artment Has 
ternals. Changing business conditions Volumes 3, 4 Ready 
require alterations in operation, but The New York insurance departme 
‘ . : he warned that to continue their pre- has published volumes 3 and 4 of ns 
M b El t Before being named president in sent standing fraternals must not amination of insurance companies 
accabees Liec 1952, Mr. Lehr was Michigan manager lose sight of their principal objective. These include lectures on this generai 
L h N ] t and a member of the board. His That the horizon is broad is readily Subject and constitute a comprehensive 
enr, eison da Maccabees activities date back to apparent from comparison of the re- ——— eeenentin of the finan. 
. = 1904. Mr. Nelson, serving as secretary- cords of two fraternals operating in : an insurance com. 
Chicago Convention treasurer since 1953, joined the similar spheres some years ago, Mr. per ar Ana aes 3, and such items as 


John C. Lehr and Norman C. Nelson 
were elected president and secretary- 
treasurer respectively of the Macca- 


sect: 


} 





florman C. Nelson John C. Lehr 


bees at its quadrennial convention in 
Chicago. Both have been serving in- 
terim terms by appointment. 


Maccabees in 1925. 

A convention highlight was the ban- 
quet address of Mr. Lehr in which he 
said records to date indicate 1954 will 
be the Maccabees’ greatest insurance 
year. Production results are far in ex- 
cess of those for 1953, the third best 
year in the organization’s history. 
Assets are now over the $100 million 
mark, and it is expected they will be 
more than $125 million by the time of 
the next quadrennial session. 

A cautionary note was interjected by 
Mr. Lehr, who quoted a warning made 
by Commissioner Maloney of Cali- 
fornia that fraternals must continue 
to promote activities uniquely in their 
province if they are to enjoy various 
benefits afforded them under the fra- 
ternal sections of insurance codes. 
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SURGICAL 
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too. We tailormake plans, of course! 
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To UP SALES, call US or your U. S. Life Agency NOW! 
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Lehr said. One continued its insurance 
operations on the fraternal system, 
whereas the other commercialized. 
Since then, growth of the fraternal 
has doubled that of the commercial 
company. He opined this is striking 
proof of the fallacy of the idea fra- 
ternals could make greater progress 
as commercial insurers. 

Among outside speakers addressing 
the sessions were Mayor Kennelly of 
Chicago, B. W. Risse, fraternal super- 
visor of the Illinois insurance depart- 
ment, and Foster F. Farrell, secretary- 
treasurer-manager of National Fra- 
ternal Congress. More than 500 mem- 
bers and delegates attended the ban- 
quet, which featured a_ professional 
floor shoW as well as entertainment by 
the Maccabees Choraliers and the 
Glynn Court Juniors from Detroit. 

This week officers and 70 field men 
who qualified are attending an all- 
expense meeting at Colorado Springs. 
One day of the principally recreation- 
al meeting will be devoted to presen- 
tation of production awards and tro- 
phys. The gathering is under the di- 
rection of Robert O. Shepler, field di- 
rector. 





Patrick J. Kirwin, 79, in charge of 
the Knights of Columbus insurance 
program in Ohio, died in Mount Car- 
mel hospital, Columbus, after a long 
illness. 


: aspects of regulation 
uniform accounting, examination pro. 
cedures, credit insurance, and other 
phases of supervision, in volume 4 
_ The reserve question is dealt with 
in detail as respects life insurance and 
fraternals, claim reserves for Various 
lines of fire, casualty, marine, ete. 
The new volumes are available at 
the department, 61 Broadway, New 
York, at $15 a set, and they are sold as 
a set. A limited number of sets of yo}. 
umes 1 and 2 are available. 





Conn. Mutual Raises Three 


Connecticut Mutual has advanceg 
Morris F. Leamy, Roy C. Johnson and 
T. John Hill, Jr., to assistant super- 
visors of applications. All have been 
senior underwriters since 1952. They 
joined the company in 1921, 1930, ang 
1939 respectively. Mr. Johnson is an 
army veteran. Mr. Hill served in the 
air force. 





Slate Tex. Selection Men's Meet 

Texas Home Life Underwriters Assn. 
at a meeting Sept. 28 in Dallas wil] 
hear a talk by Dr. Paul M. Rattan, 
chief medical director of Great Na- 
tional Life, on “General Aspects in 
— Underwriting in Selection of 
Risk”. 


N. W. Mutual Sales at Record Pace 

Northwestern Mutual Life this year 

had its largest eight-month sales with 

$358,178,000, a 3% gain over last year. 

— sales of $41,408,000 were up 
Oe 
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r 17, 1954 
=—= N Y. Welfare Fund Probe ance by which the union would be money to the welfare fund had no erally adequate. There is, however, a 
is . liable for all payments over a fixed voice in its administration and were definite need for legal control of the 
Uncovers Racket Evidence amount and would receive, in the entitled to meet once a year and re- health and welfare funds which pur- 
NTINUED FROM PAGE 1) event less money was paid out, the ceive a report from Mr. Rosenzweig. chase the insurance. At present the 
department er: = has complete discretion in difference between the amount actual- The employers had no right to criticize trustees of these funds do not come 
1d 4 of ex. | ministrator P ly paid out by the insurance company or reject the report. They did not under the legal definition of a fiduci- 
“ vestment of these general funds : im < 
companies, | the 12 t limited to legal trust invest- and the fixed amount decided upon. know of Mr. Rosenzweig’s income de- ary trustee and are not limited to legal 
pre ora - In effect, the union was its own rived from the fund. By ne 8 investments. 
: ‘DSive | ments. * , : insurer and the insurance company re- When asked by THE NATIONAL UN- As evidence of the present adequacy 
the finan.} 4, In addition to investing these j,inoq only a fee for administration. ’ = Ae ay, of laws controlling insurance agencies, 
ance com. he wishes, the administrator : : . DERWRITER Whether the investigation 2 é 
h items ag} ads 26 ll ;- Mr. Geiger did not inform the em- would result in stricter laws governing M*. Straub cited two agencies whose 
regulation | 8 complete vig sige Ap : accoun'= ployer trustees of this additional in- insurance companies and agents, De. licenses have been revoked, also anoth- 
ation pro. | ing gyrmemanes tne the fund. surance, nor did anyone else. puty Superintendent Straub said the he Alcor agency, operated by 
and other} As a result of these provisions, the Wo sooner had Mr. Geiger accom- ao nig ‘Ae Alphonse Corcillo, involved in the 
olume 4, | jynd invested $85,000 to purchase land ,jiched this than he realized that he : governing insurance companies maneuverings of Thomas Lewis, slain 
dealt with and cottages for a summer resort for }.4 gone beyond his authority in mak- and agencies have proved to be gen- (CONTINUED ON NEXT PAGE) 
uvance and | ynion members. The land, consisting jin; the union liable to further losses 
ne = mostly of mountainside and swamp, He tian decided to have his brother- 
vailabl : and the cottages had been previously in-law, Joseph Garbera, a New York 
way, New assessed at $10,500 and were bought City subway signalman, assume the 
are sold as | by the administrator from a cousin. jj,nility of the union for all losses. In 
ets of vol- | While supervising the improvements jotyrn Mr. Garbera would receive all 
made at the resort, the administrator jofunds by the insurance company. 
and his staff spent more than $2,500 at I) three years these have amounted 
Three yetter-prepared resorts nearby. to more than $18,000. 
advanced The result of this lack of ne Garbera qualified himself as an in- Wy y no 
hnson and | supervision is that for three months .yance man as well as a subway sig- 
ant super- | there has been no money to pay insur- Haman and since 1951 has received 
952° ae ance premiums for member benefits, 1 ore than $19,000 in commissions from 
1930 vey and these nore oe a 4 a John DeFeo of the Cardinal agency for ex ect rT oO re? 
son fs an | fee On the other pee rT. Aaplan his assistance in securing the business a 
red in the and the other trustees ave enjoyed an of Local 804. Mr. Garbera has special- 
$11,000 life policy bestowed upon j76q in this account and has not written 
them as a courtesy by the fund. any other business. 
s Meet The administrator, Abe Gordon, Samuel Rosenzweig, director of the ane 
iters Assn, | former vice-president of the union, is Welfare fund of CIO local 923 of the Why not expect more from the life insurance 
Mallas wil] | unavailable either for comment or yniteg Culinary, Bar & Grill Employes : , 
’ ’ 9 
¥ a-| Max Geiger, president of New York employers since the inception of the : : 
— ir | city Local 804, Teamsters Union, de- fund, $166,242 was expended in admin- usually get more from the business. However, there is 
tided in February, 1951, that the flat istration and only $126,009 was actual- one catch to the problem a 
rate insurance plan just approved by ly paid in insurance premiums. Of the 
‘ord Pace al ry employee penn a — in acces Ge pn gama You’ve got to be a good man. 
this year | members of his union was unsatisfac- Rosenzweig receive ,239, or 47%, ’ : 
sales ath tory. He arranged with Joseph Trach- and the assistant administrator Mary Being a “good man,” first of all, means that you 
last year, | tenberg, an insurance agent, to put into Gillice, received $30,031. 
were up | effect a retention-rate type of insur- The employers who contributed the must expect a lot from yourself asa producer. Secondly, 





it means that you must be a part of an organization 





that is interested in helping you get more from the 
business. Here’s what we mean: 

ds When a new man meets the company standards 
at the Capitol Life, he gets better than average first 
year commissions. Along with this, he gets liberal sales 


bonuses plus his personal group life and A&S coverages. 


$8996 


Face value of the average of all poli- 


cies placed in force by UNITED LIFE in 


In addition, he receives effective sales training and 
enjoys the use of proven sales aids in selling competitive 
and exclusive contracts. But that’s not all... there’s an 

















gents 1953 was $8996—in 1952, $8618... 
ee earning fourth position in this respect attractive company pension plan, too. This is what we 
;roup for MMITED DIEe among, the nation s mean when we say, “why not expect more from the 
more than 500 life insurance companies. 
alert business?” Capitol men do—and they get it! Just ask 
The scope and added benefits of 
isin every UNITED LIFE policy provide un- any Capitol Life representative. 
derwriter and policyholder alike with an 
unusual opportunity. 
For particulars write to WM. D. HALLER, Aone 
Vice President and Agency Manager field — a 
unit 
es to men Ca i f ol Lif. e 
residing in the “Te aie INSURANCE COMPANY 
LIFE AND ACCIDENT 14 Western States. bt a DENVER, COLORADO 
INSURANCE COMPANY Tet ag pe] ERB 
3 ers - (BR 3 WRITE: Thomas F. Daly II,.Vice President and Director of Agencies. 
Concord, New Hampshire : 
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union leader—for which a decision is 
expected soon, and the Cardinal agen- 
cy, whose dealings are under scrutiny 
by the district attorney. Action on the 
Cardinal agency has been deferred 
pending the district attorney’s decision. 


The operations of the Alcor agency 
were further explained by Joseph 
Dibucci, president of hotel, restaurant 
and beverage dispensers local 178, 
AFL. The agency, headed by Alphonse 
Corcillo, assisted Mr. Dibucci in manag™ 
ing the welfare fund of his union and 
for this accepted a fee of 15% of gross 
contributions. Mr. Dibucci did not 
know that Alcor received a commis- 
sion on the insurance written as well 
as administrative payments from the 
insurance company. A total of $16,500 
in management fees was paid to Alcor 
until its services were discontinued at 
the end of 1953. Mr. Dibucci testified 
that the normal service rendered by 
the insurance company without extra 
charge had since proved quite satis- 
factory. Mr. Dibucci had _ received 
loans from Mr. Corcillo of $5,800 and 
$4,500 without any execution of note 
or payment of interest. The first loan 
was repaid but the second is still out- 
standing. 





Indianapolis, S. Bend 
to Offer CLU Courses 


Indiana University is offering two 
CLU review courses at its extension 
centers this fall. They are under the 
general supervision of Prof. J. Edward 
Hedges, head of the insurance depart- 
ment at Bloomington. 

Part B will be offered at the South 
Bend extension center Mondays at 7 
p.m.; and Part C at Indianapolis, 


Fridays at 4 p.m., starting Sept. 24. 


Bureau Adopts Practices 
Code at Colorado Meeting 


(CONTINUED FROM PAGE 1) 

been the start made toward coopera- 
tion among trade associations and to- 
ward approaching common problems 
on an industry-wide basis, Laurance B. 
Soper, assistant vice-president of New 
York Life, observed in his report as 
chairman of the bureau’s governing 
committee. 

While the development seems to of- 
fer encouragement that problems can 
be solved and that private industry 
will continue to provide protection 
needed by the insuring public, Mr. 
Soper said much remains to be done in 
consolidating progress. Though there is 
an “agreement in principle”, he said it 
remains to be seen whether individuals, 
companies and associations are willing 
to make the necessary concessions for 
the common good. Many different 
points of view must be reconciled and 
many technical and practical problems 
solved. 

Noting that the A & H business is at 
a critical point in its history, Mr. Soper 
remarked that the best chance of suc- 
cessfully dealing with problems is 
through a strong and united industry. 
He said the business has been beset 
with disturbing developments the past 
year, but these alone served to stimu- 
late action and bring about the desir- 
able results more quickly than would 
have been the case if they were to 
evolve naturally. Though A & H men 
may disagree with many of the criti- 
cisms of the business and attempts at 
legislation, these should not be ignored 
because they undoubtedly reflect some 
lack of satisfaction with the job being 
done. 

Bureau membership as of Aug. I 
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@ Qualified underwriters are entitled to a 
modern compensation plan that places 
emphasis on training and underwriting 

We have such a plan. 


Write: G. FRANK CLEMENT 


Vice President In Charge of Agencies 
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e Underwriters of quality business should be 
“ag adequately compensated. 
provides for payment of a bonus to our 
_tepresentatives who earn the National 


Our contract 


@ Our policyowners are entitled to continu- 
ous service, and our representatives are 
entitled to adequate compensation for per- 
forming this service. 
vides an important and liberal lifetime fee 
for such service. For more information, 


Our contract pro- 





was 91 companies, Joseph F. Follmann, 
Jr., general manager, reported. The 
A & H premium volume of these com- 
panies exceeds $1.1 million and is ap- 
proximately half the total for all 
A & H. 

Mr. Follmann reviewed developments 
of the year in A & H, commenting on 
the continued growth. Last year the 
pace was 20%, coupled with develop- 
ment of policies. Many companies en- 
tering the individual hospital field 
are experimenting with major medical 
or are going into non-can. There is a 
trend toward extension of renewal in 
the older age groups. 


The large amount of criticism of the 
A & H business in newspapers and 
magazines has had a noticeable effect 
on public officials and leaders of pub- 
lic opinion, but Mr. Follmann said the 
reaction on policyholders has been al- 
most negligible. Cancellations have 
been rare, and there is no noticeable 
increase in sales resistance. “The busi- 
ness has continued its recent growth 
without wavering and agency forces 
of reputable companies appear to have 
been able to place the publicity, ad- 
verse or not, to good use.” 

Robert Waldron, associate director 
of public relations, said the bureau dis- 
seminated 20 public press releases and 
originated seven news stories during 
the year. The bureau is now becom- 
ing accepted as a reference source in 


the magazine publishing field, hayj 
had discussions with 16 national] Mag. 
azines on A & H articles during the 
year. Six free lance writers doin 
articles on A & H visited the bureay 
headquarters. 

A & H was included as a course in 
part A of the CLU program last year 

Other members of the staffs report. 
ing were John F. McAlevey, counsel: 
Francis T. Crawley, manager of the 
individual division, and Louis A. Or. 
sini, manager of the group division, 

Alfred W. Perkins, the new chair. 
man, is a former commissioner of 
Maine. He graduated from the Univer. 
sity of Maine and later received an MA 
there. He took post graduate study in 
actuarial science at the University of 
Iowa, entering insurance in 1944 with 
Aetna Life as an actuarial student. In 
1939 he went with Pan-American Life 
as assistant actuary, and in 1942 was 
appointed Maine commissioner as a 
result of his setting up a retirement 
program for the state employes. He 
was a lieutenant in the navy for two 
years until 1946 when he resumed his 
position as commissioner. In 1947 he 
went with Union Mutual as associate 
actuary. 


White to Ohio State Life 


Ohio State Life has appointed Peter 
N. White general agent at Three Riy- 
ers, Mich. His territory also will in- 
clude the Grand Rapids and Kalama- 
zoo areas. 














Late News Bulletins... 











(CONTINUED FROM PAGE 1) 


Alert Insurers on Terms for Writing U. S. Group 

To encourage as broad participation as possible in the underwriting of group 
life for federal employes, civil service commission is not waiting for the com- 
panies to apply. Instead it has notified the companies of the terms and condi- 
tions of eligibility. Some 250 companies are eligible and life insurance repre- 
sentatives expect practically all will participate. 


N. Y. I-Day Speaker Calls for Health Reinsurance 

Voluntary health insurance has gone a long way to meet the problem of the 
cost of medical care but has not gone nearly far enough, John C. Worthy, as- 
sistant secretary of commerce, declared at New York insurance day. He said 
President Eisenhower’s reinsurance proposal is a “traditionally American 
solution to a pressing national problem”. About 40% of private expenditures 
for hospital care in 1952 were met by hospitalization insurance, but only about 
17% of the total amount of expenditures for medical care were covered by any 
form of insurance, he observed. 


New York Life Has 47.4% 8-Month Increase 


New York Life’s ordinary paid-for volume for the first eight months of 1954 
was $958,520,000, an increase of 47.4% over the first eight months of 1953. 


Buley to Write Equitable Society History 

Dr. R. Carlyle Buley, Pulitzer prize-winning historian and professor of his- 
tory at Indiana University, has been commissioned to write a history of the 
first 100 years of Equitable Society. Dr. Buley is co-author of The Midwest 
Pioneer—His Ills, Cures and Doctors and author of The Political Balance in the 
Old Northwest and The Old Northwest-Pioneer Period, 1815-1840, a two- 
volume history for which he was awarded the Pulitzer prize in history in 1951. 
He is widely known throughout the insurance industry for his two-volume 
study, The American Life Convention—A Study in the History of Life Insur- 
ance, published in 1953. 


R. E. Cross N. E. Mutual Asst. Actuary 


New England Mutual has appointed Rowland E. Cross assistant actuary. 
After navy service he continued the study of mathematics and also taught the 
subject at Harvard, MIT, and in Iowa before joining New England Mutual in 
1948. He is a fellow of Society of Actuaries. 


Pru Fills Four Executive Posts at Newark ; 

Prudential has made these promotions. James E. Booher becomes associate 
comptroller, Stanley W. Gingery and Ellsworth E. Strock, associate actuaries, 
and Richard J. Mellman, assistant actuary. Mr. Booher has been with Pruden- 
tial since 1935 and has been an assistant comptroller since 1947. Mr. Gingery 
has been on the actuarial staff since 1939 and was an assistant actuary. Mr. 
Strock, an assistant actuary, joined the actuarial department in 1934. He 1s 4 
navy veteran. Mr. Mellman recently returned to the home office from the re- 
gional home office at Los Angeles, where he was associate actuarial director. 
He joined Prudential in 1940. He is an army veteran. 
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New Benefits Added 
To Agents’ Program 
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Atlantic Life has just broadened its Con- 
tributory Insurance Plan for members of its 
agency force. This is in keeping with the 
company’s aim to provide liberal com- 
pensation and sound benefits for those who 
work with Atlantic Life. 


Under the extended program the benefits 





L 

8 of accident and sickness, hospital and 
jae é surgical coverages are provided. In addi- 

a ai ue tion, a maximum of $10,000 of group life 


may be obtained. 








Here is one more reason why Atlantic can 
claim a record of continuing progress. 


ATLANTIC LIFE 


INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 
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Fiverybodys Talking About... 
UNITED OF OMAHA’S 





ADVERTISED IN 


LIFE 


It’s the plan that’s being advertised in national magazines “ 
reaching millions of American families. It’s the plan that 
helped United of Omaha break all records with the largest 
single day’ s business in its history. For complete informa- 
tion write today to Agency Department, United of Omaha. 
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OF OMAH 


MORE THAN A BILLION DOLLARS LIFE INSURANCE IN FORCE 





CANADIAN OFFICE: 
TORONTO 
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PAN-AMERICAN’S 
CAREER CONTRACT, 


which stresses the com- 
pany’s philosophy of help- 
ing the best men make 
more money. To do this 
job, we furnish ample 
training, top-notch sales 
aids and _ individualized 
policies to meet individual 
needs. 


For information Address BRU Ia tim 1) 
CHARLES J. MESMAN 


Superintendent of Agencies LIFE INSURANCE CO 


CRAWFORD H. ELLIS 
resident 


EDWARD G. SIMMONS 
Executive Vice-President 


KENNETH D. H.AMER 
Vice-President & Agency Director 








NEW ORLEANS, U.S. A. 





1K 
WNL’s RPP“! 
opens doors 


... by dispelling fear 
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o\~ 
Return Premium Plus plan 


For full information on this successful contract, 


(Lola) fol Molels 
Agency Department 
WISCONSIN NATIONAL LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN 
LIFE @ SICKNESS @ ACCIDENT @ HOSPITAL @ 


Openings in Wisconsin, Michigan, Illinois, Indiana, Minnesota 
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THERE WILL BE 6,000 AMBITIOUS LIFE UNDERWRITERS ENROLLING FOR C.L.U. CLASSES THIS FALL. 


WILL YOU BE ONE OF THEM? 


Over 3,750 of your fellow underwriters now proudly hold the coveted C.L.U. designation. 
Most are working full time as life underwriters, making a career of selling and servicing life 
insurance. They have gained the confidence and poise of recognized professional men. 





In 1952, a Silver 
Anniversary Survey 
was made by the 
Chartered Life Un- 
derwriters. Let's 
look at some suc- 
cess facts. 


The five parts of the 
C.L.U. studies will help 
you obtain a broader 
knowledge and 
deeper understanding 
of life underwriting. 
Check any one or 
more of the courses 
which you think might 
be helpful to you. 


ytvat Com, 


94% have made life insurance their lifetime career. 


3 out of 4 have remained with the same company since getting their desig- 
nation. 


The median production of the C.L.U. ordinary underwriter in 1951 was 
$400,000 of ordinary insurance. 11% sold more than $1,000,000. 


While preparing for C.L.U. exams, most C.L.U.'s increased their incomes. 
They attributed these increases to their studies. 


From the sales of life insurance alone, the median income of the C.L.U. was 
$9,500 in 1951. 


4%, earned more than $34,000 
8% sis ** 26,000 
1% “ ” ** 18,000 
46% “ “10,000 


As a group: 


New York Life Insurance Company fully supports the American College of Life Underwriters 
and encourages its field representatives and employees to study the C.L.U. courses. In fact, 
almost 300 NYLIC agents, emplayees and officers are C.L.U.’s and 450 more took examinations 
this year. 


O 


Life Insurance Fundamentals. 

Economics, Government and Social Problems. 

Business Law, Wills, Trusts and Estates, Taxation and Business Insurance. 
Finance, including Investments, Corporation Finance, Banking and Credit. 


Comprehensive Life Underwriting — a summary of life underwriting prcic- 
tice fitted into the practical pattern everyday life insurance problems, botn 
personal and business. (This is the last examination to be taken.) 


If you want information on enrollment for this year, contact the President of the nearest 
C.L.U. chapter or some C.L.U. in your community; call your local Life Underwriters’ 
Association, or write to the American College of Life Underwriters, 3924 Walnut Street, 
Philadelphia 4, Pennsylvania. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, New York 10, New York 





